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In woolens shown for spring 
suits, navy-blue is far ahead of 
any other color. 


In woolens shown for dressy 
coats or suits, navy-blue ex- 
ceeds 50% of color sales. 


In silks, both printed and 
plain, navy-blue is outselling 
any other color. 


The early fashion forecasts are 
now confirmed by actual sales 
to manufacturers of ready-to- 
wear. Be prepared for an ex- 
traordinarily big navy-blue 
season, with shoes of the blue 
whose cast reflects the slightly 
violet undertone of all the cos- 
tume blues of the season— 


(New Castle 
(= Blue 
No. 1330 


This Ghillie tie of Marine Blue kid, New 
Castle No. 1330, with white heel and trim- 
ming of white stripping, is very smart for 
wear with the more formal types of navy-blue 
spring costumes, 


Shoe design by 
EVELYN ZINITI 
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HE Federal Trade Commission 

of Washington, D. C., is making 
it decidedly uncomfortable for the 
manufacturers and merchants who 
use the designation “doctor” in the 
name, manufacture and sale olf 
shoes. A number of “desist orders” 
have been issued by this Commis- 
sion. Here’s the paragraph thai 
carries the lethal punch: 





“In truth and in fact the shoes 
so marked, stamped, branded, la- 
beled, advertised and sold, were no! 
made in accordance with the de- 
sign and/or under the supervision 
of a doctor and did not contain spe- 
cial, scientific or orthopedic fea- 
tures which were the result of medi- 
cal advice or services, nor is such 
footwear intended to be designed 
or constructed for the purpose of 
correcting or alleviating any form 
of foot trouble or weakness of the 
feet; all of which has the capacity 
and tendency to mislead many 
among the aforesaid trade and 
among the consuming public in the 
belief that said shoes had been 
fashioned or designed by doctors 
or others with a knowledge of 
orthopedics or at least had some 
feature or features not common to 








the ordinary run of footwear, which 
feature or features were designated 
or intended to correct some foot ail- 
ment or weakness, or at least af- 
ford some relief therefrom.” 

Six shoe concerns are now “on 
the mat” and sixteen are subject to 
stipulation. 

* * * 

RS. DAY’S IDEAL BABY 

SHOE COMPANY of Dan- 
vers, Mass., has sent a set of incu- 
bator shoes to the Dionne quin- 
tuplets at Callendar, Ontario, and 
there was about enough material in 
the whole five pairs to make one 
regular pair of baby shoes. Incu- 
bator shoes, regular goods with 
Mrs. Day’s company, are made 
especially for youngsters who spend 
their early days in incubators. 


* * * 





TYASSUH - YO 
STOH HAS 
PEDIGREE 











A J. STEGALL, proprietor of 
+ the Bons Shoe Store in Jack- 
son, Tenn., says: 

“Few shoe men know that right 
in this store, down here in the heart 
of the cotton country, the very first 
shoes ever put in cartons were put 
in stock by the original owner of 
this store, W. F. Alexander. This 


man was a real shoe pioneer for it 
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rade 


was he who first induced Stacy- 
Adams to make a combination last. 
The original shoes were worked out 
in this store, and we have carried 
the same last ever since.” 


% * * 
ISLEADING advertising by a 
store in Ottawa resulted in a 

fine of $75.00 and costs in the 














That’s the way 
“stretching the 


courts. 


handles 


police 
Canada 
truth.” 

The action arose as the result of 
a sign in front of the store adver- 
tising shoes at $2.99 as half price. 
The charge was laid by George 
Houghan of Toronto, secretary of 
the shoe merchants’ section of the 
Retail Merchants’ Association of 


‘Canada. Evidence was produced to 


show the shoes were imported from 
Czechoslovakia and cost $1.85 a 
pair f.o.b., Montreal. The defense 
contended it would cost $6. to pro- 
duce the shoes in Canada. A 


prosecution witness denied this. 
x % * 


cage ha and heavies. One puzzle 
before tanners, that will later 
be before shoe buyers, is that of the 
relative position of light and heavy 





hides. The heavies are scarce and 
the lights are relatively plenty. 
Some say that the drought brought 
about this new situation. Others 
assert that there is an extra large 
consumption of leather made of 
heavy hides, by makers of work 
shoes as well as of mechanical leath- 
ers, and so another reason for a 
scarcity of heavy hides. 

Be the reasons as they may, the 
relative prices of light and heavy 
hides will influence shoe prices in 
1935. 

HOE man by proxy. Judge Mar- 

vin H. Brown has been elected 
Justice of the Court of Civil. Ap- 
peals of the Second Supreme Ju- 
dicial District of Texas. He was 
nominated by a majority of almost 
14,000 votes and, of course, was 
elected without opposition. 

This comes as good news to the 
many shoe men who know him, for 
he has often addressed conventions 
of the trade all over the country. 

So we make this salute to the 
bench and to Judge Brown who 


graces it. 
at * os 


OLONEL SEYMOUR WEISS’ 
election to the presidency of 
the New Orleans Roosevelt Hotel 
Corporation marks the dramatic 
rise of a former retail shoe clerk to 
head two great hotels, the Roose- 


IVT AS Eee’ 
ats 











velt and the Bienville. The former 
clerk in the Crossett Shoe Store is 
now head of the Louisiana Hotel 
Men’s Association, chairman of the 
local hotel N.R.A. Authority as 
well as holding that position for the 
13 Southern States. He is vice- 
president of the American Hotel 
Association, and president of the 
New Orleans Dock Board. 

“The lessons learned at the fit- 
ting stool are still applicable to the 
operation of a hotel system,” Col. 
Weiss stated. “During the days 
when I was in the shoe business we 
did a tremendous business in fine 
shoes. If I were in the shoe busi- 
ness again, I would rather sell 100 
pairs of $15 shoes than 200 pairs 
at half the price. 
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WE'RE ON 
om WAY! 





—From all sides we hear reports of low 
inventories and under-supplies of goods 
and services for human use. 

—Is the American standard of living to be 
so reduced that we will need less things 
and be satisfied with that condition? 

—Not by a jugfull 

—Our people enjoy a better living standard 
than any other nation in this world. 

—And they are ic: 
to realize that the future progress of 
America must be based on a still higher 
standard. 

—Retail sales are up from a year ago; 
people with money are beginning to 
loosen up and buy things they need and 
want; this will in turn put more people 
to work; and their wages will augment 
and stimulate the speed of money in 
circulation. 

—I realize how dangerous it is to pose as a 
prophet—but | will venture the guess 
that 1935 will be a year of more-than- 
normal replenishment, and definite re- 
covery. 

—What can you do to help the rise? 

—Work like hell—and advertise. 


Zunsit Tees. 


President. 








“I am of the opinion that the 
easiest way to do business is to give 
the customers what they like, in the 
way they like it. That is just as 
true in the hotel business as it is 
in the retail shoe selling. The 
atmosphere must fit the price asked. 
I know that $3.95 and $13.50 shoes 
cannot be sold on the same floor, 
for too wide a price spread in any 
one place of business is not good 


business.” 
* * ¥* 


‘‘| HAVE found that people like 

to buy named brands of shoes 
because they know them,” says W. 
L. Small of Jackson, Miss. “Some 
shoemen criticize me for giving so 
much prominence to nationally ad- 
vertised lines, saying that as soon 
as I get them well established that 
the makers will take the agency 
away from me. That does not dis- 
turb me at all, for I know that as 
long as I discount my bills, I need 
not worry about that. 


1935 


“Another thing, the manufactur- 
ers realize the need of independent 
retail shoe distribution, for it is the 
hundreds of stores like mine that 
do not attempt to beat down prices 
and pay their bills that keep the 
manufacturers going. 

“Independent merchants are in a 
stronger position today than they 
have been in a long while. Trade 
has shifted a great deal in the past 
few years, so much so that store 
records do not mean a great deal. 
This we know, that nobody, inde- 
pendent, department or chain store 
can force styles or prices on the 
public. The individual shoeman by 
being closer to his trade can be 
much more flexible if he is alive 
and awake, and so swing with the 
current trend, regardless of what 
it may be. Right now we are 
taking full advantage of the strong 
upward trend.” 

* * * 


LBERT WACHENHEIM, Jr., 

after two months honeymoon- 

ing in Europe, returns to his post of 

vice-president of the Imperial Shoe 

Store in New Orleans with these 
observations: 

“The future style picture will 
come from Italy or people with an 
Italian background. Italy is the 
home of the artists, and under the 
present regime the artistic ability 








of the people is being developed to 
the fullest extent. 

“The better dressed Italian wom- 
en are the best dressed in Europe 
as far as the feet are concerned. 
Throughout the continent the Euro- 
pean women are considerably be- 
hind the American women in the 
matter of beautiful feet and beau- 
tiful shoes. An American woman 
can always be picked by her good 
well-fitted shoes. 

“The attitude of the average for- 
eign shoe retailer is remarkable. 
Usually he only carries three or 
four widths in his best shoes. He 
does not want to teach his cus- 
tomers too much about well-fitted 
shoes, as he prefers to work with a 
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small stock and size run. They 
play patterns stronger abroad, just 
as we play colors in this country. 

“One does not see the big shoe 
stores there that we have here, as 
all are of a more intimate charac- 
ter. One thing they do do better 
there and that is their selling job. 
They have a lot of patience and 
do a finished piece of work in get- 
ting all there is out of each cus- 








UST what are work shoes? The 

Census Bureau, which reports 
an increase in production of work 
shoes, says: 

“The Bureau has not set forth 
any definition of men’s work shoes, 
but has relied upon the manufac- 
turers to segregate their products 
accurately in accordance with the 
trade custom.” 

So the manufacturers decide 
when a shoe is a work shoe and 
when it’s a dress shoe. The Bureau 
also says that, to the best of its 
knowledge, “There has never been 
any real demand for separate sta- 
tistics on women’s work shoes, and 
it is probable that it would be ex- 
tremely difficult to secure a segrega- 


tion of such shoes.” 
* * *% 


AVID P. WOHL of the Wohl 
Shoe Company, St. Louis, says: 
“While we are large distributors 
of women’s shoes at retail, prac- 
tically all of our units are leased 
departments in other men’s stores 
and we feel, therefore, that we are 
part of their local organization. 
“It has always been my opinion 
that the so-called independent mer- 
chant could learn a lot from chain 
store operators and this I believe 
they have done. Until now, there 
are quite a number of.them that I 
know throughout the country that 
have not only survived chain store 
competition, but are doing a better 
job than they did formerly. They 
have the great advantage of indi- 
vidual attention and service and so 
often these advantages offset any 
advantage that the chain store 
operator may have. 


1935 


“I believe there is a distinct 
place for both the chain store and 


the individual shoe merchant.” 
* * * 


ARPER’S BAZAAR is enthusi- 

astic over the possibilities of a 
Spring Shoe Style Week and have 
mailed a giant telegram to retailers 
everywhere scheduling the promo- 
tion; and is working for a united 
effort to impress upon the American 
women the importance of the shoe 
wardrobe. 

L. Bamberger & Co., of Newark, 
Rich’s of Washington, Jordan Marsh 
Company of Boston, H. & S. Pogue 
Co., of Cincinnati, the Howland D. 
G. Co. of Bridgeport, Thomas Kil- 
patrick & Company of Omaha, and 
Elisworth’s of South Bend are rep- 
resentative stores that have already 
signified their intention of taking 
part. 

* * * 
RUCE BARTON of B. B. D. & O., 
Inc., .of New York, says: 

“What this country needs is a lit- 
tle less imagination. Since it 
started, someone has always been 
trying to save it from dangers that 
didn’t exist. 

“Nothing is going to happen to 
the United States of America. We 
have a good plant which may even 
be paid for sometime. We have 
25 million comfortable homes 
which we swap about among our- 
selves according to our incomes of 
the moment. We raise enough food 


for all, with something left over to 
barter for foreign dainties. We 
have about 20 million private cars 
and the gas to run them. If we 
can’t afford to play golf, there is 
always a pleasant countryside for 


rambling.” 
* * * 


UMBERING footwear _ business 

ought to be good in North New 
England, for Robert Sharples, U. 
S. reemployment manager at Gor- 
ham, reports that more than 2000 
men, many from the unemployed 
lists, have gone into the woods in 
his territory to cut lumber this Win- 
ter, and other thousands have gone 
into the woods of Maine. 


* * * 


OSEPH F. COSGROVE of Mar!l- 
boro, Mass., advertises with 
type most effectively. His recent 
advertisement was keyed to a Boot 
AND SHOE REcoRDER slogan, and it 
appeared in bold face type so that 
no one could miss it: 


“FEET FIRST!! By any standard of 
value, SHOES are the LEAST EXPEN- 
SIVE article of dress and the MOST 
IMPORTANT. 

“Better shoes and MORE better shoes! 

Work and more constant work! 

A good living wage and more wages! 

“Our experience here the past sixty- 
three years has taught us that everyone 
likes good shoes: 

“That it pays to buy good shoes; 

That it pays to change them frequently; 

That they wear longer and more com- 
fortably.” 


"Get him to do ‘This little pig went to market’; they say he's a scream." 
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Resolutions 





Mittelman Re-elected N.S.R.A. President .and: 


Urges 20% Increase in Buying 


According to a late bulletin, the following N.S.R.A. 
officers and directors were elected: 


N.S.R.A. Officers for 1935 
M. A. Mittelman, of Detroit, re-elected President. 


Vice-Presidents: 


Arthur E. Ebbs, of Saint Louis. 

F. E. Ballou, of Providence, R. |. 
Harry E. Fontius, of Denver, Colo. 

L. F. Tuffly, of Houston, Texas. 

Herbert J. Rich, of Washington, D. C. 
John J. Holden, Manager. 


Directors for three -years 


Jesse Adler of New York City, W. A. Knight of Portland, 
Oregon; L. E. Langston of New York City; H. C. McLaughlin of 
Cincinnati, Ohio; J. Gordon McNeil of Boston, Mass.; Frank A. 
McLaughlin of New York City; John R. Laycock of New York City; 
_ be _— of Holyoke, Mass. and William Pidgeon of Rochester, 

ew York. 


There are as well nine Directors having terms of two years to 
serve and nine with terms of one year. ‘ 





THE National Shoe Retailers Association, meeting at 


its 24th Annual Convention in New York, N. Y., Jan. 
6 to 10, 1935, believe in an optimistic outlook for 1935: 


A. The improvement in agriculture. 
B. A notable improvement in durable goods, heavy indus- 


for Progress 


tries aided by Government, as outlined by the President 
in his recent address. 
. An accelerated movement in decreasing unemployment. 
. A notable interest on the part of bankers and business 
men to forget politics and to cooperate with the Govern- 
ment to establish the New Deal on constructive lines. 


The National Shoe Retailers Association endorses 
heartily the work of the N. S. R. A. Code Committee 
in the shaping and administration of the National Re- 
covery Act, protecting the retail interests, resisting the 
monopolistic tendencies that have been evident in 
Manufacturers’ Codes, toward price-fixing. 

The National Shoe Retailers Association regards 
price-fixing as a backward step, tending toward mo- 
nopoly and detrimental to the consumer, making it 
impossible through the competitive methods, to serve 
the public in a most economical way, and having a 
tendency to destroy the efficiency of distribution, in 
giving it its proper scope .. . also tending to destroy 
the existence of the small retailer throughout our land. 

The National Shoe Retailers Association favors the 
revision of the Trade and Discount Terms, and the 
monopolistic tendencies of giving the trademarked 
goods the advantage over the independent manufac- 
turers making merchandise in cooperation with the 
retailers. 

The 


mends the complete elimination of the monopolistic 


National Shoe Retailers Association recom- 
control of the Style Show Clause in the present code. 

The National Shoe Retailers Association looks for- 
[TURN TO PAGE 32, PLEASE] 





Buying in New York 
was Stimulating to 
Spring Production 


THERE was a new show and a good show in New 
York this week and a most creditable one to the Na- 
tional Shoe Retailers Association. The old convention 
spirit brought audiences larger in number than at any 
convention in a dozen years. The actual count of 
tickets sold the first day was 740; the second day, 510; 
and that’s pretty close to the record for trade gather- 
ings anywhere. 

The programs were packed tight with speakers. In 
fact, too many. But the merchants’ ability to select 
helps them to cull the facts and opinions from the 
volume of words poured at them. 

We are going to endeavor to give a story of the show 
in highlights—emphasizing those paragraphs that seem 
to have had the most favorable responses. Many rep- 
resentative merchants were present. Most of the vet- 
erans were in the Commodore Hotel early on Sunday. 
Somewhat of a surprise was the fact that buying opened 
up on Sunday—something most unusual in an eastern 
show—but when displays are open and ready for bus- 
iness, why delay? 

A more diversified show hasn’t been held in the 
trade before. Leathers played an important part—as 
did fabrics, materials and supplies and there were 417 
rooms with shoes on display. Certainly a good show- 
ing for a convention exposition—planned in October 
and less than three months in the making. 

The merchants sensed the importance of having an 
all-industry show and expressed themselves through 
the directors of the National Shoe Retailers Association 
as to the future possibilities of similar undertakings to 
cover the industry at large. This prompted an act by 
President M. A. Mittelman to telegraph St. Louis to the 
board of directors of the National Boot and Shoe 
Manufacturers Association, as follows: 
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A Preface to a Great 
vention a Con 


“I call for an all-industry show and urge the end of 
monopoly. 

“Mine has been a consistent as well as a construc- 
tive administration of the National Shoe Retailers As- 
sociation, for from the day I took office I have advo- 
cated a unified and allied show in the industry. Even 
though our 24th annual convention is the most success- 
ful convention, I am still of the same opinion. 

“The split-shows of this year were not of our making 
for we have made every effort during 1934 to consum- 
mate and come to some agreement where only one 
allied show, representing the entire shoe and leather 
industry, might be held. 

“I wonder why the allied industry here cannot pat- 
tern after the London show, where every branch of the 
industry is linked together in a huge set-up and a very 
successful annual show is held, displaying the complete 
products of the industry. 

“Such an arrangement can easily be made through 
representation by committees appointed by different 
branches of the industry—tanners, supply people, shoe 
manufacturers, shoe retailers, machinery and other al- 
lied industries. 

“No longer should we continue the narrow, 
selfish show that is confined to shoes alone. Mer- 
chants are interested in everything that goes into 
a shoe. They want to be exposed to the best brains 
inventing and creating new goods and services 
in the public interest. 

“A unified show is the only thing that will give 
us an all-industry picture, without any branch of 
the industry monopolizing the interest. They have 
been able to put over an all-industry show abroad, 
why can’t we do it here? 


"WE have talked and urged such a plan and I think 
it is time that the principal heads of the various 
branches recognize what the actual retailer (who caters 
to the consumer) wants; and I think it is time that we 
gave it to them. 

“The responsibility for the all-industry show 
should be delegated to committees appointed by 
the various branches so that everyone has re- 
sponsibilities and receives the proper represen- 
tation. 

“The best interests of the manufacturing and retail- 
ing—and the industry as a whole—are certainly much 
greater and much more important than the ambitions 
of any one division.” 

As a market, buying was good. It was to be expected 
when merchants from Los Angeles, Cal., to London, 
Ontario—from Portland, Ore., to Miami, Fla., said: 
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Year—N.S.R.A. Con- 
structive Force 


“We are short on fashion shoes. We have enjoyed an 
excellent pre-Christmas business and a surprising post- 
New Year business. The blind spot that followed 
Christmas disappeared and there was no need of plug- 
ging the idle time with a clearance sale. The public 
has surprised us. There certainly is a new and better 
spirit in the land and we need new shoes and better 
shoes in anticipation of a smarter Springtime.” 

No estimates were made of total buying because 
no accurate figures can be obtained on the unit 
basis but the improvement in grades, qualities 
and even prices paid indicates a better merchan- 
dising morale and a better season ahead. Mer- 
chants were more venturesome and sweetened up 
their purchases with more styleful selections. 
There was less of the hurly-burly of a post-prohi- 
bition period. Liquid stimulants played a smaller 
part in the life of the show. A more serious busi- 
ness mood was evident. ; 


THERE were favorable comments everywhere on the 
hospitality of the: merchants of New York for hereto- 
fore it had been thought impossible to hold any con- 
vention in the big metropolis because of the supposed 
indifference and sophistication of big-store operators 
in New York, but a more human, more neighborly 
spirit exists in no part of the country and practically 
every big buyer and merchant in the city was a con- 
stant contact and help to the visiting shoe men. 

The climax of the week was the stupendous 
ovation to John Slater at the Wednesday night 
banquet which was followed by a glorified style 
show with fashion’s best in footwear and Fifth 
Avenue’s best in apparel to illustrate the new 
fashions of Springtime. To cap the evening, theat- 
rical stars of Broadway made merry until well 
after two a.m. 

That testimonial dinner to John Slater was the most 
striking tribute ever given to an American shoe man 
and the modest dean of retailing acknowledged it by 
saying: 

“I take it that what you really are doing is permit- 
ting me to serve as a symbol of the shoe merchant in 
public service in every part of this country. My life 
has been rich in friendships and so has the life of 
every merchant in every community. We are all parts 
of the shoe family so if I accept your tribute, may I 
share it with retail shoe men everywhere.” 

This three-star show, as a convention finale, was 
promoted by the Shoe Merchants Council of the City 
of New York, under the leadership of President John 
Laycock. 


And now for the highlights of the week—those mem- 
orable passages in the addresses of a three-days’ con- 
vention, the like of which retailing has not enjoyed 
before. 

First, to give a foundation of America’s capacity to 
consume shoes, Dr. Lee Galloway, vice-chairman of 
the Alexander Hamilton Institute of New York, said: 

“The date 1930 will stand in history not as the be- 
ginning of the great depression. It will stand as the 
beginning of a new era when our people worked out 
the plans for controlling an economic system that 
could provide a surplus of necessitous goods, insured 
a nation against fear of poverty and want, and prom- 
ised them days of spontaneous work where before 
there had been only days of compelling toil. To ad- 
just the business system so that it may still furnish the 
evaluations necessary to an exchange of goods and ser- 
vices under the new and reversed conditions of supply 
and demand or producer and consumer is our present 
problem. It lies at the root of the New Deal and it 
lies at the foundation of the retailer’s problem of 
balancing goods and services against America’s capacity 
to consume better and better things.” 


Louis BADER, associate professor of marketing of 
New York University, startled the shoe men in con- 
vention when he said: 

“The lost income of the past five years already 
amounts to $287,000,000,000—a terrific price to pay 
for our inability to so order our economic affairs as 
to prevent depressions. The first consideration is to 
set in motion the machinery by which wealth is pro- 
duced and to raise the national income. If this is ac- 
complished, the balancing of the budget, the re-employ- 
ment of idle workers and the stabilization of currency 
will follow as a matter of course. And the necessity 
of relief, as we know it, will disappear. As the matter 
now stands, it would seem that ‘recovery’ can be at- 
tained by business itself if and when it starts to produce 
—which is its way of spending. Incomes then go into 
the possession of the consumers, who in turn spend; 
the demand for goods increases and the upward spiral 
is under way.” 

So much for the economic background—to some 





very remarkable statements worth memorizing. Joseph 
Greenberg of Gimbel’s, New York, said: 

“Most of us, I think, buy like the proverbial 
elephants and sell like the proverbial canaries. 
As we examine the consumer’s dollar spent on 
women’s shoes and compare it with the con- 
sumer’s dollar spent in other merchandise, it 
makes us all appear like a bunch of amateurs. 

“Is tangible value in the shoe industry—leather and 
sizes—both very marvelous and remarkable things? 
What is intangible value—style, service and display 
advertising and romance. The word ‘romance,’ gentle- 
men, that is intangible value. I don’t mean to stand 
up here and tell you that you ought not give the con- 
sumer a value or that you ought to tack on a terrific 
mark-up for romance. 

“My feeling in the matter has always been that we 
have given not too much but not enough. We have 
given her too much of the tangible and not enough of 
the intangible and service costs money. Fitting costs 
money, proper selling costs money. Display costs 
money. Advertising is very costly and romance costs 
very little, requires imagination but is the 1 iase of 
merchandising which the customer will pay infinitely 
more for than for your shoe leather; experience bears 
that out, gentlemen.” 


Next, Arthur A. Livers of Frank Brothers, New 
York, said something for all retailers to remember: 

“Don’t be a style creator. You can be a fashion 
follower, but not a style creator. There is something 
in back of my mind when I say that because in the 
years I have bought millions of pairs of high-grade 
shoes, there have been times when 10 and 15 and 20 
of my assistants have been around and each one trying 
to design the shoe differently than the manufacturer 
who submitted it to us. Each one became a stylist and 
each one expressed his personal opinion. 

“Now let’s see. Let’s have the customer come into 
the store and let’s bring her into this conversation. 
Let’s find out what she wants basically, because it is 
the basic things she wants that we should have. Let’s 
see what her whims are. Let’s see where persuasion 
can change those whims and where it can’t, and my 
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point is that basic things should take up all of your 
time rather than the whimsical things.” 

The two statements that you have just read come 
from the practical experience of operators who have 
sold millions of dollars worth of shoes and who gave 
their opinion out of practical shoe lives. 

As if in endorsement of the same thought is this 
nugget from the address of Dr. Paul H. Nystrom, 
America’s outstanding economist of retailing, who has 
the knack of expressing in a paragraph the complete 
philosophy of retail service. Here it is: 

“Fashion is one of the intangibles of business, but 
it is, nevertheless, an impressive force with which bus- 
iness must reckon every day. We must go with it or 
be overwhelmed by it. It is fatal to be left behind, 
but it is also equally fatal to be too far ahead of it. 
We must not be behind it nor ahead of it, but with it. 
Such is the importance of fashion to our businesses. 

“The sooner we recognize the dominance of 
consumer taste in shoe satisfaction, the better the 
shoe business will be. Look out for sales prac- 
tices that run counter to this idea. The practice 
of putting p.m.’s on shoes that are out of fashion 
and so forcing them out on customers is just about 
100% bad. Put your sales pressure, instead, on 
goods that are fashion-right and earn your cus- 
tomers’ good will. Never sell a shoe whose style 
is not right without warning your customers. Some 
of them won’t care. All will appreciate your 
frankness and help.” 


To give a diversity to the topics in convention, Har- 
old Ballou of Providence, R. I., was asked: “Does 
gambling reduce consumer purchasing power because 
of the new Narragansett Race Course in Rhode Island?” 


After saying “yes and no,” and giving reasons there- 
ying y giving 


for, he gives us the magic paragraph: 

“We are all gamblers in one sense of the word. In 
our business activities, in our everyday life. There 
are not very many sure-thing enterprises that have been 
huge successes. When we buy shoes, hoping that our 
customers will like them, we gamble. When we ad- 
vertise, we gamble. Even when we open our stores 
each day in the year, we gamble. In fact, life is just 
one gamble after another—and back to the question: 
‘Does gambling reduce consumer purchasing power’— 
your guess is as good as mine.” 

M. A. Mittelman, president of the National Shoe 
Retailers Association, not only is a successful admin- 
istrator but a superb merchant as well and he struck 
a high note, to be heard the nation over, when he said: 

“IT HONESTLY FEEL THAT IF PROPERLY 
PLANNED AND MERCHANDISED, THE MER- 
CHANT, WITH THE RE-ESTABLISHED CONFI- 
DENCE, SHOULD PLAN AN INCREASE OF HIS 
BUSINESS UP TO AT LEAST 20 PER CENT FOR 
THE NEXT SIX MONTHS. 
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“Every indication and barometer points in that di- 
rection and unless you are fortified with a balanced 
stock of merchandise to properly serve your patrons, 
I am sure that your competitor will be in a position 


to take some of your business that you are rightfully 


entitled to. 

“In planning, you must bear in mind that you must 
buy more often, as it has been definitely shown in the 
past few years that the shoe business, especially the 
women’s end, has four seasons. You can no longer 
merchandise as you did several years back if you are 
to make a profit and remain in business.” 


THERE is much to tell of the factual meetings led by 
Harry Fontius of Denver, in management and sales 
clinic and of the high fashion forum of Tuesday, led 
by George Hess of Baltimore—with twin style clinics 
for men and women that continued all afternoon. An 
entire issue could be devoted to the clinic on foot 
health promotion through shoe fitting, led by Chair- 
man Nathan Hack of Detroit and highlighted with the 
guest of honor, Arthur Jacoby of Berlin, Germany, 
speaking on the subject: “Advances made in foot 
health on the Continent.” 

We shall also devote more space to the technical 
hearing on quality of merchandise and the policies in 
retailing, conducted by Clarence Faflik of Cleveland, 
Ohio—president of the Ohio Shoe Retailers Associa- 
tion. The technical hearing brought out the fact that 
the component parts of footwear have an interest to 
retail dealers. 

What we hope to accomplish in this issue is to 
stimulate interest in the follow-up. 

An association that has lived 24 years must justify 
its existence by reporting substantial progress and the 
year’s work under Manager John J. Holden develops 
the fact: 

“Unity of retailing has been strengthened this past 
year by the organizing of many small and representa- 
tive local associations plus the rebirth of state bodies 
and the strengthening of divisional groups—all to the 
end that shoe retailing might be preserved in its free 
and competitive state. 

“We have preserved the deep essential of a living 
association. 


"W 
E have played a part in Sales Tax fights and in 
legislative and taxation problems in practically every 


state in the Union. The national association must be 
constantly vigilant. 

“We transferred national headquarters to the Empire 
State Building, New York City, and we have made of 
headquarters a service center for every problem affec- 
ting not only the retailer but the tanner and manu- 
facturer as well. Our publicity and press work has 


TWICE HONORED 


wien, 


M. A. MITTELMAN 


Re-elected President of the National Shoe 
Retailers’ Association 


been outstanding. There’s not a retail association in 
America that has done a better job in public relations 
for we have supplied newspapers the country over with 
material beneficial to the shoe industry in increasing 
public interest in good shoes. 

“One of the immediate problems is that of financing 
the plan for association activity in 1935 and to that 
end it is imperative that we have increased member- 
ship paying dues for direct national service by the 
N.S. R. A. 

“The sound and efficient merchant today, the man 
who has a real knowledge and foundation of his par- 
ticular pursuit, will reap the benefit and harvest after 
many lean years. We approach the new year of busi- 
ness with every confidence of a year of returning to 
more normal conditions and prosperity. It is, there- 
fore, again necessary to lay stress upon the fact and 
urge each and every one of you to cooperate and sup- 
port your organization, the National Shoe Retailers 
Association.” 








RAYMOND Twyeffort, New York Custom Tailor, held 
over five hundred luncheon guests spellbound on Tues- 
day when he laid before them his remarkable ideas on 
color—corn colored champagne coats, Gulf Stream blue 
dinner suits, scarlet and blue full dress worn by Hunt 
clubs, tails with facings of black and gold pin-head 
satin, gray formality for race course wear and lounge 
suits in beautiful tones of blue, red and purple. With 
these suits were shown the appropriate hats and haber- 
dashery and shoes suggested by Twyeffort. 

For an hour after the session there were excited 
cliques gathered about his models, while a number of 
Twyeffort’s assistants described the details of styling of 
this dinner jacket or the subtle coloring of that cum- 
merbund. Staid retailers were heard to observe, “It 
may be extreme stuff, but I remember when the white 
shoe was introduced and the smart ones said they, too, 
were freaks”—something to build on for the future. 

The men’s group then adjourned to the Tavern Room, 
where Twyeffort gave a more factual and concise ex- 
position of his theory of color. George Hess of N. 
Hess & Son, Baltimore, prefaced the meeting with a 
suggestion that a style coordinating committee be ap- 
pointed to line up the ideas of the clothing manufac- 
turers and haberdashers well in advance of the Spring 
conference, at which time there will be set down the 
styles for Fall and Winter, 1935. 


W itiiaM GEUTING of Philadelphia suggested that 
this action should come from somewhere outside the 
shoe industry, since he felt that shoes should fit into and 
not dictate the style picture. He made a motion that 
the first report of this committee meeting be ready for 
the Fall forecast since that is the most important con- 
ference of the year. 

The tentative committee selected for the above report 
is: Raymond Twyeffort—custom tailor; O. E. Schoef- 
fler—men’s wear group; John Reilly—Boot anp SHOE 
RECORDER; and a representative from Esquire. 

The clinic then proceeded with Twyeffort leading an 
active discussion of the color question in men’s cloth- 
ing and its relation to shoe styles. Mr. Geuting prophe- 
sied the day when the black shoe will be the tail-ender 


in the race of color. 
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Twyeffort Starts 
the Color Revolu- 
tion for Men 


Among the questions treated were: Should retailer- 
wear color in the active promotion of color? Brown 
and black should be worn with the proper suitings 
and worn for their place in the ensemble and not ac- 
cording to any definite hours on the clock. Joseph 
Geuting of Philadelphia offered the suggestion that an 
educational campaign be sponsored to acquaint men 
selling shoes with the proper psychology of dress and 
to make sure that just as they know the correct size 
and the correct fitting of a shoe, they should under- 
stand the place of the shoe in the man’s ensemble. 

Arthur W. Taylor of Otto Hassel’s called the atten- 
tion of the clinic to the broad swing from wide toes 
lo narrow toes that is taking place the country over 
and warned them of the serious consequences of this 
vogue, if it is carried too far. He described a similar 
situation some twenty years ago when the return to 
narrow toes brought about “freaks” which were a 
calamity, and many of which are still on the retailers’ 
shelves. He suggested that we perfect the narrow toe 
and let it lay for a while to see what later develop- 
ments would be. His estimation of the increased pair- 
age of whites was approximately 25 per cent and 
warned that “if you play only ‘all-white’ next season, 
you will lose out.” He offered some figures from a 
report covering the Palm Beach season thus far which 
is 60 per cent white, 25 per cent black and white and 
15 per cent tan and white. A return to brown is evi- 
dent and should be promoted carefully and along the 
proper channels. Instead of trying to jump into the 
mahogany shade, the growth should be nurtured start- 
ing with a neutral brown and working through to the 
richer tones of brown—finally to the mahogany. 


i T was the opinion of various retailers that the sandal 
should be immediately classified as being strictly a 
shoe for leisure wear. It should be promoted strictly 
as an extra-sale proposition and not in competition 
with sport shoes. 

He further offered an interesting idea on sizes. If 
you plan stocking a distinctly young man’s shoe, stock 
it well in the large sizes because it will be bought in 
those sizes by young men. They, he said, have the 
largest feet known to the retail trade. 
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Style 


CHAIRMAN THOMAS F. CALLAHAN of B. Altman 
opened the Women’s Style Clinic session with a resume 
of fashion findings based on a survey of early selling 
among ten high-style manufacturers in the Brooklyn, 
St. Louis and Eastern markets, representing a total 
pairage of 250,000. These figures, as he pointed out, 
represent the upper end group and are therefore offered 
as fashion indications, not as an exact buying guide to 
the retailer of moderately-priced footwear. They are 
also concerned with turn types of shoes and do not 
represent the situation in tailored welt types. 

The net of his findings are that blue is the leading 
color, but that brown has a high-fashion promotional 
importance, because of the general featuring of blue 
in all grades; that oxfords, one-eyelet ties, step-ins and 
sandals are far in the lead in patterns; that fabrics are 
expected to be very important though leather leads in 
percentage; that rounded toes are the story in lasts; 
with lower heels a factor of increasing significance and 
18/8 heels the leading height. 

In more detail: Color percentages among these high- 
fashion manufacturers give: 


Blue 42 per cent. 
Black 33 per cent. 


Brown 25 per cent. 


In patterns the figures are: 
Oxfords 40 per cent. 
Sandals 18 per cent. 
One-eyelet ties 14 per cent 
Step-ins 1] per cent. 
Trimmed pumps 10 per cent. 
Plain pumps 3 per cent 
Straps 4 per cent. 


Blue in the lead — Brown 
important — Fabrics 
strong—Heels lower 


1935 


Highlights of the Womens 
Clinic 
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(Note that one-eyelet ties and step-ins can also be con- 
sidered together as they often overlap. So considered, 
they would account for 25 per cent.) 

In commenting upon shoe materials, Mr. Callahan 
pointed out that among the highest style houses the 
percentage of fabrics sold is extremely high, while 
among the more conservative members of the group, 
leather is far in the lead. He pointed out also that an 
artificial emphasis may be placed on fabrics, due to 
the fact that so many samples are styled in materials 
which lend themselves to eye-appealing effects in the 
show room. Retailers should consider fabrics carefully, 
realizing fully their fashion and promotional value, 
but also not overestimating their strength when placing 
orders in quantity. 

[TURN TO PAGE 32, PLEASE | 
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THREE thousand buyers swarmed into St. Louis Sun- 
day and Monday (January 6 and 7) from all parts of 
the country. Most all important buyers from the West, 
Southwest, South, Southeast and Central States were in 
attendance at this Thirtieth Annual Convention of the 
National Boot and Shoe Manufacturers’ Association. 

The first two days of the exhibition were devoted 
to the inspection of lines and the placing of orders by 
the visiting shoe men. On Wednesday afternoon, the 
thirtieth annual convention of the National Boot and 
Shoe Manufacturers’ Association opened with an im- 
pressive program, which was followed by a meeting 
for the retailers with E. B. Terhune, president Boot 
AND SHOE ReEcorperR, as Guest Chairman. 

The number of merchants didn’t surpass those 
that made the St. Louis show last year. As one manu- 
facturer pointed out, the great number of buyers with 
portfolios indicated the seriousness of their intent. 
There was nothing on the opening day to delay buy- 
ing. Merchants circulated, conversing with each other 
on the momentous question as to whether they would 
buy all-white or buy combinations or what percentage 
of each would sell in their respective stores. Many keen 
buyers who know what’s what, frankly admitted that 
the coming after-Easter season was causing them con- 
siderable worry. Many mentioned that if they had been 
able to get together in one short style meeting the first 
day, many buying problems would have been clarified 
and their placing of orders would have been speeded up. 

The outstanding feature of the show is that manu- 
facturers from every section of the country, from Los 
Angeles to Maine, were here displaying their mer- 
chandise. Even those manufacturers who are com- 
pletely booked for early Spring delivery had pre- 
tehtious showings. 

A great feeling of optimism relative to the coming 
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PRODUCTION— 
Must Be Put 


Spring season prevailed among the manufacturers after 
their face to face talks with their customers. Top grade 
manufacturers are showing fully as much business gain 
as are the popular grade makers. Even a group of 
buyers from Vancouver, British Columbia, were plac- 
ing their orders for the top grades, which is something 
they have not been interested in during the past several 
years. 

The exceptionally large attendance of both buyers 
and manufacturers is the result of many months work 
on the part of Miss Ruth Freeman, Secretary of the 
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DISTRIBUTION 
In Gear 


National Boot and Shoe Manufacturers Association. 
This year there are 225 more manufacturers showing 
here in St. Louis than exhibited in the last Manufac- 
turers’ Show in New York. 

Buyers are placing advance orders more freely than 
they have in the last five years. While for the most 
part they are sticking pretty close to sure bets, the 
more cautious are buying one or two high-light shoes 
for experimental purposes. One significant trend is 
clearly revealed. All experimentation is being done 
in the more styleful, better grade lines of branded shoes. 


Members of National Boot and Shoe 








Stage lasts in dress and walking oxfords are still 
good in the South and the Southwest. The Southeast 
and Far West are sticking to the narrow toes to a 
marked degree. T-straps in both open and closed 
shanks are staging a real comeback. Not the old T-strap 
but many new variations. 

Blue suede, in all-over blue suede and in combina- 
tions, has been one of the mild sensations. Blue suede 
high-lighted with white will complement the blue clothes 
and white hats which promise to be so good for Spring. 

In men’s shoes, lasts are now down to practically two 
types with many variations on each, the narrow toe 
custom last and the easy, round toe brogue. This holds 
true in the $3.00, $4.00 and $5.00 shoes just as much 
as in the $8.50 to $12.50 group. 

Whites and perforations will be the two selling 
points in men’s shoes for Spring. Many merchants are 
buying an all-white shoe, then buying a brown venti- 
lated shoe to go with it. It is their intention to sell 
these shoes together to their trade. 

In order to get a fair idea of the great Spring Shoe 
Selling Races, the Boot anp SHOE REcorDER presents 
on Page 47 nominations of a group of manufacturers. 
These manufacturers chose their own selection for 
“Win,” “Place” and “Show.” Contacting all 350 manu- 
facturers showing in St. Louis would be a tremendous 
undertaking, so a group at the Hotel Jefferson, making 
shoes at various prices, was used as typical. 

A four-room display by the United Shoe Machinery 
Corporation entertained and instructed a continuous 
procession of interested shoe men in a practical edu- 
cational demonstration of modern shoemaking proc- 
esses. Men’s shoes and welts were grouped in one 
room while another room was devoted to Littleway 
Lockstitch, Littleway Cement, McKay and Uco meth- 
ods. The Del-Mac process was also included in the 
exhibit. 














Manufacturers’ Association, Gathered 

in St. Louis for Annual Convention, 

Report Good Business Gains—Special 

Emphasis Put on Encouraging Increases 

in Top Grade Lines—Advance Orders 
Placed Freely 











F. A. MILLER 


Newly elected president of the National Boot and Shoe 
Manufacturers’ Association 


A late check by some of the general line houses who 
are very close to actual conditions indicates that the 
attendance was less than the number which attended 
the 1934 St. Louis show. This smaller number of at- 
tending buyers, strange as it may seem, gave orders 
for practically the same amount of business as the 
larger crowd of last year, a quick survey among sales 
executives reveals. There was an easy buying trend 
made manifest throughout the entire four days of this 
great national shoe display. 

Most buyers had their pre-Easter shoes well lined 
up before they came to St. Louis. They also had the 
white situation well in hand. What they were mostly 
interested in was the buying of new things with which 





Shoes 
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F. A. Miller—who he is and what he has done. Prepared 
for Ohio State University in public schools of his native 
city, Columbus, Ohio. Majored in Economics and gradu- 
ated in 1901, after spending all vacations working in all 
departments of the H. C. Godman Co. factories. Then 
worked for the same company two years without pay, 
studying every phase of shoemaking and factory manage- 
ment. Made a Factory Superintendent in 1903—General 
Manager in 1907—Vice-President and General Manager 
in 1916—President in 1920—Is still the President. War 
Service Committeeman for the Shoe Industry during 
World War—Member of Ohio Commission on Stabilization 
of Industry and Employment in 1930—Member of Ohio 
Relief Commission since May, 1932. 


they hoped to sweeten up their sales so that they can 
better their anticipated 25 per cent increase this Spring. 

Stylists who visited the various exhibits of the show 
reported that this was the finest and most intelligent 
interpretation of authentic fashions they have yet seen 
in any event of this nature. 

Wednesday was the day of the convention proper 
with the manufacturers leading off with the annual 
address of President Roger A. Selby, head of the Selby 
Shoe Co., of Portsmouth, Ohio; and followed by the 
addresses of Jay O. Ball, executive vice-president of 
the National Boot and Shoe Manufacturers’ Associa- 
tion; Colonel Harry S. Berry, Deputy Administrator, 
National Recovery Administration; and ending with 
the introduction of resolutions and amendments by 
Henry W. Cook, president of the A. E. Nettleton Com- 
pany, Syracuse, N. Y. 

After stressing the benefits of the code, President 
Selby said: 

“No period in the 30 years’ history of this Asso- 
ciation carried with it the new responsibilities that 
developed during the past four years. A complete new 
philosophy of direct administration through association 
had to be developed with absolutely no precedent. 
Even in the war time administration, the Association 
was beset with no phenomenon of idle productive ca- 
pacity. Quite the reverse. In war time and in boom 
time the problems of association life are to keep in 
smooth operation the machinery of production, and 
the function of the Association is largely protective 
against legislative and governmental controls. 

“But in a period of depression—and there has been 
none in the past like the one we have just gone through 
—industry, as a whole, must develop a philosophy of 
how to operate collectively without injury to the am- 
bitions and initiatives of units small as well as large— 





"Industry must develop a philosophy of 
how to operate collectively without injury 



















to the ambitions and initiatives of units, 
small and large, so that the common 
purpose of efficient public service can 
be maintained." — Retiring President 
Roger A. Selby. 
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so that the common purpose of efficient public service 
can be maintained. 

“We have, in the administration just closing, inter- 
preted the responsibilities placed upon us by the NRA 
in the light of the least amount of regulation under 
code authority. Other industries apparently rushed 
into codes with the hope that the millennium could be 
achieved by mandate of the code authority. Perhaps 
our problems would have been simplified tremendously 
if we had built a system of rigid controls. But in our 
studies of the competitive structure of our industry 
throughout its history we have sensed the inherent 
honesty of purpose of the industry, and the extreme 
diversity of our product and could see no adequate 
reason for proposing a multitude of restrictions on 
an industry made efficient by its intense competitive 
nature. 

“In our relationships with other groups in the in- 
dustry, we have been cooperative, yet retained those 
inherent rights necessary to independence in the field 
of manufacture. 

“With our sources of supply we have developed a 
harmony of action beneficial to not only the period 
of recovery but to the period of prosperity further 
along. Such corrections in practices that have been 
made have not been in the direction of penalizing the 
efficient, but have indeed been helpful to the honest 
supplier and to the sincere and honest manufacturer 
who desires a continuous flow. of supplies. 

“With our distributive friends, the retailers, we have 
had in the main, a tolerant and appreciative fellowship. 

“Strange to relate, the clause on maximum trade 
terms in our Code has apparently had a most beneficial 
result for the retailer. Merchants all over the country 
have put their houses in order so that they might be 
able to take advantage of the discount for prompt pay. 
No efficient merchant wants to penalize his business 
to the extent of losing the discount; and this clause 
in the code has served a commendable purpose in con- 
trolling a merchant’s inventories so that he in turn 
might claim the discount rightfully due him for pay- 
ment on time. History repeated itself, as economists 
have said that retailing improved materially when it 
became necessary for the merchants to keep books 
for income tax purposes. 

“The strict adherence to the discount clauses in our 
code served the further purpose of bringing the mer- 




















For an interesting style presentation, 
see the Racing Form on Page 47, de- 
veloped by a survey made at the St. 
Louis Convention of the National Boot 
and Shoe Manufacturers' Association 


chant’s capital back into his business for use in pay- 
ment of bills. As time goes on, the financial burden 
of carrying the shoes months after delivery will be 
lifted by the realization that discount earned is a 
necessary part of the art of retailing. 

“There has been more smoke than fire to the pro- 
vocative clause on style shows and I leave to my 
successor the problems with the feeling that we are 
nearer to a practical solution. Efforts were made this 
past year to concentrate style shows ‘into one national 
affair, in the belief that if we are to continue to have 
these gatherings it is better to have them coordinated 
for progress rather than wide-flung in every center 
the country over.” 

Following Part One of this meeting came the pro- 
gram arranged specifically for retail merchants, pre- 
sided over by Everit B. Terhune, president of the 
Boot AND SHOE RecorperR. Speakers included Frank 
C. Rand, chairman of the board of the International 
Shoe Co., who gave the formal address of welcome; 
Malcolm P. McNair, Professor of Marketing, Harvard 
University Graduate School of Business Administra- 
tion; H. H. Maynard, Professor of Marketing, Ohio 
State University; Kenneth M. Goode, selling and mer- 
chandising consultant of New York City; all ended 
by an excellent summary by John A. Bush, president 
of the Brown Shoe Company. 

Excerpts from these addresses follow: 

Professor McNair: I believe that just now we have 
one of those favorable conjunctures of circumstances 
in which, if both business and Government would take 
the right steps soon enough, we might begin to move 
with some speed toward a genuine recovery by normal 
economic causes. There are many favorable conditions 
present. Business itself, should begin to take more 
chances without waiting for the profit prospect to be- 
come completely unclouded. One of the biggest things 
I can see for retail distribution in the next five years 
is the practical certainty of higher prices, with resultant 

[TURN TO PAGE 32, PLEASE] 
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OUTLOOK 


A Warning on Shoe Shows 


No better preface to a consideration of the style show 
subject need be made than the opening remarks of 
Harry Fontius of Denver, Colo., chairman of the Man- 
agement and Sales Clinic at the National Shoe Retailers’ 
Association convention in New York. Chairman Fon- 
tius said: “Convention time is contact time. Be- 
lieve it or not, gentlemen, but five-minutes’ conversation 
with the merchants at the luncheon table this noontime 
paid for my trip east. At my table were merchants 
from Wisconsin, Missouri, West Virginia, Massachusetts 
and Pennsylvania. A man from Massachusetts gave me 
a hunch on a couple of shoes that he has re-sized on 
several times and that he advised me to see as soon as 
I could. They were precisely what I needed to fill in 
a spot in our store service. That conversation of less 
than five minutes justified my trip here and is just one 
of the worthwhile things that came to me.” 

So there you have in a flash, out of the experience of 
one man alone, justification for a trip to convention and 
market. It is a mighty good thing to get the best brains 
of industry together at one time. If you don’t circu- 
late, your business is likely to stagnate. So get to- 
gether merchants must. 

There are forces at work at the moment making im- 
perative the union of the manufacturers and retailers 
into one unified show. We saw the spectacle this year 
of one national show in New York conducted by the 
retailers and one national show in St. Louis conducted 
by the manufacturers. Both legitimate and both serving 
a useful purpose. One had more dramatics and more 
personality of contact. The other had the right, under 
the codes, to collect the money. It is obvious that 
something has got to be done about it—or else. . . 
And that’s the point that must be considered right here 
and now. 

Look at the condition in the automobile field. This 
past week local shows were started in all parts of the 
country. What once was a national showing has now 
disintegrated into a sectional and regional showing and 
the end is not yet in sight. Multiplicity of shows ac- 
tually increases the cost of cars to the ultimate con- 
sumer for the public eventually pays everything. 

Retiring President A. Selby of the National Boot and 
Shoe Manufacturers’ Association, in his address at St. 
Louis said: “There may be a definite need for one na- 
tional gathering in these days of quick transportation 


BY 


daMELL) below em 


and instantaneous communication but there is no jus- 
tification for the return of a scourge of style shows de- 
laying and demoralizing the natural flow of business 
which should be in time and tune with the needs of 
the day. If we are to continue to have these gatherings, 
it is better to have them coordinated for progress rather 
than wide-flung in every center the country over.” 

President M. A. Mittelman of the National Shoe Re- 
tailers Association in New York said: “We have no 
quarrel with our source of supply—the manufacturer 
—in fact we have no quarrel with anyone. All we 
ask for is a square deal and a friendly understanding; 
and if possible, a desire to form the entire industry into 
one unified, useful show and convention. I felt when 
I was elected, the same as I feel now, that the entire 
industry should be united and an allied convention 
held.” 

Both declarations made at this time indicate the 
possibilities of negotiations toward the desirable 
end of making one national market convention— 
the inspiration of each new year. 


WE are in a practical and realistic age and in a sim- 
ple, one-product industry such as ours there is no need 
for the complexity of many shows in many parts of 
the country, providing the national forum is dedicated 
to progress and research and clinical study to improve 
the product and service in the public interest. Mer- 
chants are asking more of the convention in common 
counsel on the direct problems of their business. Every 
merchant at convention reiterates: “You can no longer 
merchandise as you did several years back, if you are 
to make a profit and remain in business.” 

Unless the merchant is fortified with the proper in- 
formation for his future selling, he cannot evaluate the 
type and character of business he must do to get the 
public money. 

The warning is written in disintegration. The need 
is for a unification of style shows and one national 


show is plenty. 
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SETTING 
for 1935 FOOTWEAR.... 


You wouldn't wear a fine diamond in a brass setting. Nor should 

you display smart footwear in an old-fashioned, dull and unin- 
teresting looking store. 
Hundreds of retail shoe dealers have “modernized for modern busi- 
ness” during the past year, and they have seen immediate and 
tangible results in the way of better mark-ups, better turnovers and 
better profits. 
Many of them have reported an increase in sales volume that has 
been astonishing. 
And almost without exception, the increased business is being handled 
at a lower selling cost. 

No obligation i d i lli i 

Surely you cannot hope to successfully compete against the modern pi per i peed Pees re fo 
store, with one hopelessly behind the times. Let this organization with our store planning service and equip- 
35 years of experience in “planning stores for more profit,” help you ment. The coupon is for your conven- 


solve your problems. ience. Send it in today. 








GRAND RAPIDS STORE |, MAIL THIS COUPON TOPAY 


* FOUIPMENT COMPANY ™ | ccs: norite store Equipment co 


Grand Rapids, Michigan 


Main Offices and Factories: Please send us further information on your 
Store Planning Service and Equipment. 


Grand Rapids, Michigan Name. ____Address__._ 














Branch Offices and Representatives in Principal Cities | City State 


When writing advertisers please mention Boot and Shoe Recorder 
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SETON LEATHER CO., pre-eminent tanners of patent leather, pre- 






sents indisputable evidence in this series of advertisements that 






women who actually influence fashions in America prefer black pat- 






ent leather shoes and express their intentions of buying patent leather 





footwear for Spring. 
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Through the fashion serv- 
ice votes shown, hundreds 






of highly representative 
New York fashionables 
are expressing their 
personal preferences 
in Spring shoe 
leathers. Black pat- 
ent, so far, is out- 
standing in every 
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“SETON LEATHER ©. 


NEWARK NEW JERSEY 
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fashionable women. of all ages. choose 
BLACK PATENT LEATHER as most 


flattering to the foot. 
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the Safest” 
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AT the smart rendezvous—COQ ROUGE, 65 East 56th St., New York, 


where “Society meets for Luncheon,” a poll was taken of the women 


at their tables around noon during the holiday season. 42% of these 


. exquisitely gowned society women voted: 


“BLACK PATENT MAKES THE FOOT LOOK MOST 
YOUTHFUL AND ALWAYS DRESSY”’ 


AT THE BARBIZON, exclusive residential hotel for young ladies. 
45% of the guests also voted that black patent is most flattering to 
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nent 
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the foot. 
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THE fashion writers, textile and merchandising authorities, reporters. 


artists and office workers employed by one of the largest trade paper 





publishing organizations in America, cast this poll: 


Fhe Vogue 
of 
PATENT 


459% gave patent leather as their personal preference 
for the next purchase of shoes—58% voted that black 


patent makes the foot look most youthful. 
Dawns 
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STEEL SHANK 


RUBKER 
CUSHION 





























For underneath the finish of rich, durable Evans Kid Leather lies a “beauty of comfort” 


—a buoyancy that makes you think you’re walking on air. The AIR CUSHION sole is 


especially interesting. It is composed of thousands of tiny air cells and shapes itself to the 


natural impression of the foot. As a result, the wearer enjoys a springy, resilient support 


at every: point of contact. 


















Corbin Holmes AIR CUSHION Shoes are made in 
- Hudson, Mass., and are sold by the following 
wholesale distributors: 


Nathaniel Fisher Co. . New York City 
as POLLY PRESTON SHOES 


Hub Shoe C9. . . . . . .. Boston 


as DR. CLINTON SHOES 


Harper Kirschten Shoe Co. . . Chicago 


as MARY ADAMS SHOES 


RUBBER HEEL INSERT 
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HEEL PAD 









INSERT 
SOCKET 





TRIPLE STRENGTH 
AIR CUSHION 
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There are many dther features of this marvelously com rtabléghoe, as you will note by 
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“ 
glancing at the diagramS\above. Don’t forget, too, that |Evans Leathex adds to its fitting 





qualities, as well as giving it ufysual. smartness. John Rj Evans & Company, Camden, N. J. 





ENN 
























rs LALO EBESEBet 





ITS K 
7... BBABESREBELEE™SE 
3. SS G2S 42822 e182 OE EEE See ee eewun 











1935 Officers of the N. B. & S. Mfgs. Ass'n. 


brick Shoe Co., Inc., Greenup, Ill.; Louis 


The following officers were elected at the 
Thirtieth Annual Convention of the National 
Boot and Shoe Manufacturers’ Association. 


President, Fred A. Miller, H. C. Godman 
Co., Columbus, Ohio. 


Executive vice president, Jay O. Ball, New 
York City. 


Treasurer, E. S$. Gerberich, Gerberich- 
Payne Shoe Co., Mount Joy, Penna. 


Secretary, Ruth S. Freeman, New. York 
City. 

Vice presidents, Walter J. Booth, Walter 
Booth Shoe Co., Milwaukee, Wisc.; William 
H. Moulton, International Shoe Co., St. Louis, 
Mo.; F. L. Emerson Dunn & McCarthy, Inc., 
Auburn, N. Y.; C. F. Johnson, Jr., Endicott- 
Johnson Corp., Endicott, N. Y.; R. P. Hazzard, 
R. P. Hazzard Co., Gardiner, Maine. 


Directors (one year) N. Ettelbrick, Ettel- 


Salvage, Salvage Shoe Company, Man- 


chester, N. H. 


Directors (three years) Howard Smith, 
J. P. Smith Shoe Co., Chicago, Ill.; J. R 
Sweasy, Red Wing Shoe Company, Red 
Wing, Minnesota. 


Committees — Style Conference — Frank 
Garside, A. Garside & Sons, Long Island City, 
N. Y. 


Trade Relations—Harold O. Toor, Jack- 
son Shoe Mfg. Co., New York, N. Y. 


Legislation—Roger A. Selby, The Selby 
Shoe Co., Portsmouth, Ohio. 


Membership—Leo Goodkind, Lucille Feit 
Slipper Co., New York, N. Y. 


Resolutions—Harold C. Keith, Geo. E. 
Keith Co., Brockton, Mass. 








Production—Distribution 


- Account of Manufacturers’ Meeting in St. Louis 
[CONTINUED FROM PAGE 25] 


buyers’ strikes and investigations such 
as we had in 1919. Therefore, one of 
the most important things is to reduce 
the cost of distribution—which has 
been going up rather steadily. There 
are several reasons why this is impor- 
tant—first, to widen the market for a 
great variety of products; second, to 
make a profit; third, to make govern- 
ment interference impossible. The real 
advances in obtaining lower distribu- 
tion costs will be made by those who 
have the imagination to develop new 
methods of distribution. 

Professor Maynard: It is particu- 
larly noticeable that small merchants 
as a class are holding their relative 
position. Neither the chain nor the 
department store have been able to 
drive the small store out of business 
during the depression. The basic prob- 
lem confronting retailers of shoes, as 
well as other retailers, is that of find- 
ing some way of meeting expenses with 
a lower volume of sales. The question 
reSolves itself into methods of securing 
greater mark-up on present volume. 
There are two possibilities: (1) larger 
mark-up on sales of the same quality 
shoes, and (2) the larger mark-up 
which will naturally follow the promo- 
tion and sale of quality footwear. 
Many merchants have lacked the nerve 
or merchandising skill to take advan- 
tage of the willingness of the typical 
consumer to pay for reasonable qual- 
ity. Definite price lines should be de- 
veloped and some plan of stock control 
installed to allow purchases to be made 
with reference to the price lines estab- 
lished. Consumers are paying less at- 
tention to advertising claims and more 
to tests of quality. This means that 
the merchant must be able to talk and 
to demonstrate that for which his cus- 
tomers are looking. 

Mr. Goode—In your grandmother’s 
time, thrift was quite properly a re- 





ligion. Today, money spent is more 
valuable than money saved—economi- 
cally speaking. We are failing to dis- 
tribute goods. Your industry has much 
to gain and little to use by a deliberate 
effort to utilize the modern trend to 
regain a generous and even luxurious 
footing. It seems sheer suicide for 
shoe men particularly to skimp stocks 
and slice prices. One per cent improve- 
ment in business would be 3,500,000 
pairs. 

(Mr. Goode concluded his address by 
describing a dozen or more ways in 
which merchants can increase their 
business—tested ideas, not theories. 
We have not the space to use them all 
here but hope to publish them in some 
near future issue.) 





Resolutions for Progress 
[CONTINUED FROM PAGE 15] 


ward with gratification to the increas- 
ing interest in restoring quality to 
merchandise, which will have a ten- 
dency of economizing the shoe budget 
to the average family of this country, 
which has been forced to buy low- 
priced merchandise at a great extrava- 
gance and higher cost per annum. 

The National Shoe Retailers Associa- 
tion endorses control of new patterns 
by the originator, now being success- 
fully attempted -by the Shoe Fashion 
Guild of America. 

The National Shoe Retailers Associa- 
tion officers and members wish to thank 
the shoe merchants of New York, the 
fashion and trade journals, and the 
general press for their hearty coopera- 
tion in their 24th Annual Convention 
and Style Show. 

The National Shoe Retailers Associa- 
tion officers and members are gratified 
with the hearty cooperation of the 400 


exhibitors displaying their lines at this. 


convention, thus giving the retailers of 
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the United States an opportunity, in a 








few days, to study, on the most econom- 
ical basis, the markets of this country, 
and hope that at no distant future 
unity of action between the allied in- 
dustries may be established, so that 
further progress and economies, and 
better service may result to the con- 
sumer of shoes in the United States. 





Style Clinic 
[CONTINUED FROM PAGE 21] 


In lasts the figures are: 

Modified toes, 45 per cent. 

Full round toes, 35 per cent. 

Semi-round, 20 per cent. 

(The high figure for full round toes 
is due to the featuring of these extreme 
types by the high style houses.) 


In heel heights the story is: 

18/8 height, 50 per cent. 

20/8 and over, 20 per cent. 

15/8 height, 15 per cent. 

Flats (10/8 and under), 15 per cent. 

Following Mr. Callahan’s able fash- 
ion analysis three speakers gave points 
of more general interest. 

Manager Parrot of the Shoe Fashion 
Guild reported on progress toward 
style protection. He pointed out that 
the obtaining of design patents through 
trade group action rather than through 
government channels has shortened the 
time and reduced the price of such pro- 
tection. The results have been effec- 
tive in protecting manufacturers with- 
in the guild from loss of business 
through design piracy and have had a 
favorable effect on retailers who have 
also been losing the trade of women 
who found cheaper copies in other 
stores. The psychological effect on the 
industry as a whole has also been ex- 
cellent, as brought out in a letter from 
John J. Holden, who reports that the 
copying evil in his observations 
throughout the country has been great- 
ly reduced due to the guild leadership 
in the protection movement. 

Charles W. Conaway of Shoe Fashion 
Research, Inc., was the next speaker. 
He gave a summary of the creative 
services that manufacturers and re- 
tailers can expect from the designer, 
emphasizing particularly the impor- 
tance of correct size drafting in the 
making of patterns. His discussion of 
the old “Guzunta” theory of design 
selection created much amusement. The 
Guzunta (which he assured us was 
Greek for “goes into”) is the practice 
of readapting an old pattern, year 
after year, tacking on unrelated details 
which spoil the original conception. 

.W. L. Belcher of the Vulcan Last 
Corporation was the last speaker on 
the subject of lasts. He commented on 
the increasing demand for broad toes 
in fashion types which make it possible 
for the retailer to sell comfortable 
shoes to his smartest clientele. By 
means of charts he pointed out also the 
importance of grading lasts correctly 
to fit variations in heel heights, which 
he considers to be one of the most im- 
portant factors in correct shoe fitting. 
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~ Lockstitch 
Shoes 





Discerning women who appreciate 
STYLE, VALUE and FLEXIBILITY 
have found satisfaction in this 


modern SEWED shoe. 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET BOSTON, MASSACHUSETTS 
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All Officers Are Re-elected by 
National Shoe Travelers 


IN recognition of the excellent work 
done by the present officers, all were 
unanimously re-elected at the Twenty- 
Fourth Annual Convention of the Na- 
tional Shoe Travelers Association, Inc., 
held at Hotel Statler, St. Louis, January 
3, 4 and 5. 

All affiliated associations were repre- 
sented by delegates except one. Many 
associations, particularly the Southwest- 
ern, were represented by several dele- 
gates. During the three-day session, 
President L. L. Imig of Milwaukee, act- 
ed as chairman and was assisted by 
Vice-President Hector E. Lynch of 
Boston. 

A revision of the by-laws and consti- 
tution as presented by C. W. Evans, rep- 
resenting the Shoe Travelers of Chicago, 
tending to modernize the workings of 
the association, occupied the first day’s 
business session. Most all changes 
adopted were of a minor nature, but 
they will increase the benefits of the 
membership as well as the workings of 
the organization. 

George A. McIntire, president of the 
Boston Shoe Travelers Association, pre- 
sented resolutions submitted by his asso- 
ciation relative to increased membership, 
insurance and other N.S.T.A. activities. 

In making a report of the Associa- 
tion’s group life insurance activity, Sec- 
retary-Treasurer Thomas A. Delany 
pointed out that the association had paid 
out $143,500 in death claims since the 
association’s policy has been in force. 
Recent changes in rates were explained 
by the Insurance Committee to the en- 
tire satisfaction of the delegates present, 
with the result that the delegates re- 
ported that with this furd of informa- 
tion at hand, they will recommend that 
a concerted drive be made to increase 
the number of insured members in their 
respective associations. Several dele- 
gates promised to double the number of 
insured members. 

Over $250,000, it was reported on the 
floor, has been collected by the National 
office of the association in Boston for 
salesmen during the past ten years. 
These claims are on violation of con- 
tracts by employers, arising through 
various causes. All claims were settled 
without cost to members. The employ- 
ment bureau of the National office has 
placed over one hundred salesmen in 
positions during the past year and has 
given many more leads to salesmen. 





LEOPOLD L. IMIG 
Re-elected president of the N.S.T.A. 


Whole-hearted co-operation with leading 
manufacturers and wholesalers has been 
experienced by the Employment Bureau. 

Acceptance of a code for Commercial 
Traveling Salesmen has been given more 
attention than any other matter coming 
before the National organization. Four 
different hearings in Washington re- 
sulted in codes being presented and ac- 
cepted by the Administers, which 
brought about a definition making a dis- 
tinction between outside salesmen (door 
to door) and regular commercial sales- 
men. 

Five associations—Shoe Travelers: of 
Buffalo; Indiana Shoe Travelers Ass’n; 
Nebraska Shoe Travelers Ass’n; Shoe 
Traveler’s Ass’n of Philadelphia and the 
Southwest Shoe Travelers Ass’n—have 
shown fine increases in membership. The 
silver loving cup which is presented each 
year to the association showing the 
largest membership increase, was won 
by the Shoe Travelers Ass’n of Indian- 
apolis. This cup was accepted on be- 
half of his association by President C. I. 
Slipher. Much credit for the fine show- 
ing of this association is due to the per- 
sonal efforts of Mr. Slipher. 

Many interesting reports were made 
by the Regional Governors and by the 
chairmen of the standing committees 
Among them were W. T. Mitchell. San 
Antonio, head of the Southwestern: and 
Ed. C. Keleher, San Antonio, chairman 
of the Railroad Committee, who told of 


the campaign being conducted to get 
lower railroad rates. The surtax on 
Pullmans in the eastern part of the 
United States, he said, has not been 
changed. In the southwest and west 
where the surtax has been eliminated, 
there has been a decided increase in 
Pullman business. All of this informa- 
tion with respect to the effect of the re- 
moval of the surcharge, is being sup- 
plied to all of the railroads. Bus 
service, especially in the south and west, 
has become much better in the last year, 
he reported, but tuose that carry excess 
baggage will find it difficult to travel on 
buses, because most of them will not 
accept a trunk weighing over 150 
pounds. 

C. I. Slipher, Indianapolis, chairman 
of Legislation Committee, reported on 
eleven major battles which have been 
waged by this committee on behalf of 
shoe traveling salesmen, among them the 
protest against the phrase in the Code 
of the boot and shoe manufacturing in- 
dustry, which prohibits the participation 
of members of that association from ex- 
hibiting in shoe shows at which a fee is 
charged. “Adherence to this clause 
gives a monopoly to one association of 
our industry and conflicts with associa- 
tion of our National Organization con- 
ducting their own shows, such as Indi- 
ana, Southwestern, and Los Angeles,” 
says the report. Proposed taxes on non- 
resident commercial salesmen also have 
been fought. 


F URTHER reports were made by the 
chairmen of committees; Regional Gov- 
ernors, H. E. Lynch, Boston; Publicity, 
T. A. Delany, Boston; Style, M. E. To- 
bias, New York; Transfer and Baggage, 
Henry Thornson, Minneapolis; Hotel, 
Harry Bennigson, Seattle; Membership, 
H. L. Ware, Chicago; Education, T. 
Paul Tankersley, Philadelphia; Budget, 
John F. Powers, Boston; Trades Coop. 
P. J. Watson, New York, and C. W. Mor- 
rill, Boston. The re-elected officers are 
as follows: 

President, Leopold L. Emig of Mil- 
waukee; Vice-President, Hector’ E. 
Lynch, Boston;  Secretary-Treasurer, 
Thomas A. Delany, Boston. The new 
Board of Directors as announced by the 
chairman will comprise the presidents 
of each of the twenty-two affiliated asso- 
ciations. The next annual-convention of 
the National Shoe Travelers’ Assn. will 
be celebrated in great fashion, as it will 
represent their Silver Jubilee. 


































































REPEAT 


Firestone 


THAT’S WHY ... THEY ARE GREAT 
BUSINESS BUILDERS FOR YOU 


Firestone Imperials are the outstanding heel 
value. They have built-in features unequalled 
by any other heel. And the Firestone trade- 
mark adds to their sales appeal. Never has it 
appeared on inferior merchandise—and your 
customers know it! 

You'll find Firestone Imperials on many fine 
new shoes. They are available in two types— 
the conventional washer type and the wash- 
erless invisible nailing type which contains 










ThenewF-Beaad wash- no wood or metal . . . at no extra cost. 

erless invisible nailing- H . . ee 

aaa ball ton Gade Firestone Imperials are indeed “the gold 
priced shoes. standard of heel values. 






FIRESTONE FOOTWEAR CO., HUDSON, MASS. 





¢ Copyright, 1933, Firestone Footwear Co. 
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NO OTHER RUBBER HEEL HAS ALL THE FEATURES OF 











CHECK THESE POINTS — only Fire- 

stone gives you a// of them. 

1, Longer Wear. Special construction and com- 
pounding assure 20% more wear. 

2. Resiliency. New, live rubber, and plenty of it, 
provides the extra cushioning effect needed for 
greater walking comfort. 

3. Light Weight. Firestone’s special process pro- 
duces a heel much lighter S weight than or- 
dinary heels. 

4. Perfect Tread. Scientifically designed to allow 
a perfect tread. 

5, Skid Proof. No buttons to cause skidding. You 
tread on the entire surface of the heel. 

6. Custom Style. Attractively styled to add prestige 
and extfa value to your line. 

7. 2 Types. Conventional type or washerless in- 
visible nailing . . . at no extra cost. 


A SPECIAL WORD ON WEIGHT: 
Many heels are claimed to be the light- 
est available. Firestone makes no claims. 
We simply ask you to put Firestone Im- 
perials and any other heels on the scales 
and judge by proven facts! 








Sales Office -- + Heel & Cement Department - - - 141 Brookline Avenue :: + Boston, Mass. 











When writing advertisers please mention Boot and Shoe Recorder 
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What's Doing In the Shoe World 


SATURDAY, JANUARY 12, 
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PASADENA, CAL.—Christmas was 
Christmas with the southern California 
shoe store men and most of them are 
thoroughly convinced that Old Man 
Depression is now using the second 
half of his round trip ticket. He is 
on the go. 

Inquiries made at some forty lead- 
ing stores in Los Angeles, Hollywood, 
Glendale and Pasadena show an aver- 
age sales increase over the Christmas 
season (the month of December), 1933, 
of about 25 per cent. The increase 
seems to have been confined to no one 
department and not even confined to 


shoes, for that matter, but applied’ 


equally to hosiery and bags. 

There seems to have been as fat a 
growth in business in shops or depart- 
ments selling only men’s shoes as in 
those of more dainty persuasion. A 
good example of this is seen in the 
Nettleton department at Roos Brothers 
fine store in Hollywood, managed by 
R. Lee Taylor. Mr. Taylor’s sales for 
December were 48 per cent above 
those of 1933 and the year as a whole 
(1934) was 23 per cent above 1933. 
Better shoes were the rule. Two dif- 
ferent days in this department made 
all-time records, the golden age of 
Coolidge notwithstanding. 


All Stores Over the Top 


Charley Cline’s French Bootery on 
Hollywood Boulevard went over the 
top in good shape, as did his main shop 
on Flower street in down-town Los 
Angeles. Gibson’s Inc., fine men’s shop 
featuring French, Shriner and Urner 
shoes as its major department, 
sprinted 35 per cent above the previous 
December record. The chain of men’s 
shoe stores operated by Hamilton’s 
Men’s Shops, Inc., ran approximately 
20 per cent above the preceding year. 

The Hollywood Boot Shop, fre- 
quented by movie stars, through its 
manager, Wallace Williamson, reports 
an up-turn of 25 per cent over Decem- 
ber, 1938, and very little talk about 
price was heard during the month. 

The ladies’s shoe department at the 
Broadway Department Store in Holly- 
wood, managed by Frank Baker, found 
Christmas buying covering’ a much 
longer period than in any previous 


Big Increase in California Trade 


year. The gain in regular sales of 
regular shoes was around 12 per cent. 

Gude’s Inc., Los Angeles largest shoe 
store, showed a 25 per cent gain over 
December, 1933, the growth being 
spread quite evenly throughout all de- 
partments. Larger unit sales and less 
sales resistance seemed the order of 
the day in that fine store. 

The Wetherby - Kayser Company, 
operating fine shoe stores at various 
locations throughout the Los Angeles 
and San Diego areas, reports an en- 
tirely satisfactory Christmas season 
with the store at San Diego running 
20 per cent above its 1933 December 
record. Paul Jesberg, proprietor of 
several Walk-Over stores in southern 
California, reports satisfactory gains 
in all his stores, including Los Angeles, 
Long Beach, and San Diego. V. M. 
Curtis, buyer for the main floor de- 
partments, and J. M. Bessey, buyer for 
the basement departments at the 
Broadway Department Store in down- 
town Los Angeles each says, “Very 
satisfactory!” 


Gains Up to 33 Per Cent 


The shoe departments in Buffums, 
largest department store at Long 
Beach (Ellis Bragg, buyer) recorded a 
December gain of 331/3 per cent. The 
C. H. Baker Shoe Company, operating 
ten stores throughout southern Cali- 
fornia, one of these being as far north 
as San Francisco, reports a 20 per cent 
gain in sales on the average through- 
out the chain. The new Wilshire store 
has been especially successful. Joe 
Ferguson, buyer for the main floor de- 





DATES TO REMEMBER 


Regional 
Hotel 


Northwestern Shoe Retailers 
Association Annual Meeting, 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
ON ae Jan. 20, 21, 22, 1935 
Middle Atlantic Shoe Retailers Associa- 
tion, Atlantic City...Jan. 21, 22, 23, 1935 
Indiana Shoe Buyers Week, Claypool Ho- 
tel, Indianapolis ....Feb. 10, 11, 12, 1935 
Texas and Oklahoma Shoe Retailers Asso- 
ciation Convention, Fort Worth, 
Feb. 4, 5, 6, 7, 1935 









partments of the May Company, Los 
Angeles, states that “the May Com- 
pany had the same kind of a Christmas 
it always had, only more of it.” By 
this he means an increase over last 
December of approximately 35 per 
cent. 

Fred T. Huggins of Huggins’ fine 
store at Pasadena reports the biggest 
Christmas since 1929. The year just 
closed was one of the largest in the 
history of the store, moving into the 
splendid new store building having had 
considerable to do with the general 
impetus to sales. Practically all other 
Pasadena stores report from 20 to 25 
per cent gains with sales resistance on 
the down grade. 


Shoe Stocks Sub-Normal in 
Canada 


MONTREAL—Canadian production of 
leather shoes has been fairly well 
maintained in 1934, a decline of be- 
tween 5 and 6 per cent in the number 
of pairs being indicated as compared 
with the previous year. 

The increase in the price of leather 
in the late Summer of 1933 resulted in 
heavy buying of shoes to anticipate an 
increase in price. This increase, how- 
ever, did not occur, heavy stocks being 
carried over to 1934. Merchants have 
been buying very conservatively this 
year with the result that stocks at the 
year end are reckoned to be sub-normal. 

In view of these conditions the out- 
look for 1935 is better. Any improve- 
ment in retail demand will be imme- 
diately felt by manufacturers. 





Merchants Ask Sales Tax 


INDIANAPOLIS, IND.—Substitution of 
a general sales tax in Indiana for the 
state gross income tax, is proposed by 
officials of the Associated Retailers, 
an organization composed of the dif- 
ferent retail trade organizations of the 
state. It is suggested that a 3 per cent 
sales tax will yield 33.4 per cent more 
revenue than the present gross income 
tax of 1 per cent on all sales and in- 
come of more than $1,000 a year. Food, 
fuel, ice and gasoline would be exempt 
from taxation. The first three are 
exempted because they are classed as 
necessities and the last on the basis 
that it already is taxed. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
Infants’ Soft Seles...0-3 
Intermediates 1-5 
Flexible Hard Soles. .2-8 


Send for In-Stock 
Catalog 


MRS. DAY’S IDEAL BABY 
Locust St. 


Okc. 


Traveling Slippers 


make distinctive Christmas gifts. 
In stock in all colors, out of 
various leathers, with envelope or 
long English type case. Prices 
$1.50, $1.80, $2.50, pair. Wire 
your orders. 


SWAN SHOE CO., INC. 


Manufacturers 


2201 Aisquith St., Baltimore, Md. 


Danvers, Mass. 
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Men's Shoes 
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CAST WEY UTH,. MASS. 
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Dancing Shoes and Taps 
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BLACK CALF 
PAT. LEATHER 


Women’s e 
A-B-C 242-8 
$1.55 


Owens SHOE Co. 


28 Goodhue St., Salem, Mass. 


Misses’ 
A-B-C 11% -2 
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Getting Ready for the Middle Atlantic 


1935 


Committee on arrangements for the Middle Atlantic Shoe Retailers Ass'n., which 

met in Atlantic City at the Madison Hotel recently to discuss plans for the coming 

convention. Pictured left to right are: Cal J. Mensch of Phila., Pa., M.A.S.R.A., 

Secretary and Managing Director; George M. Garman, Phila., Pa., M.A.S.R.A. 

Director and Chairman of Entertainment Committee and member of Display Com- 

mittee; R. F. Morisey of Phila., Pa. in charge of M.A.S.R.A. Insurance Department, 
and Eugene C. Fetter of the Madison Hotel, Atlantic City. 





Marshall Field to Operate 
Seattle Store 


SEATTLE, WASH.—An important re- 
tail shoe outlet, Frederick and Nelson, 
Seattle department store unit of Mar- 
shall Field & Co., now draws closer 
to the parent organization. Since its 
purchase by the Marshall Field organ- 
ization five years ago, it has been oper- 
ated as a subsidiary corporation, but 
in a new set-up the Seattle store will 
be operated in future as a direct di- 
vision of Marshall Field & Co., which 
is in line with the new policy initiated 
late this summer by the Chicago com- 
pany with all of its other subsidiaries. 
Frederick & Nelson, which recently 
created a host of new shoe salon and 
service facilities on its ultra-smart and 
modernized first floor, is in the midst 
of a quarter-million dollar renovizing 
program that keeps the local store 
“ahead, not abreast, of the times,” as 
the management points out. New fix- 
tures and improvements are to be in- 
stalled soon. 


New Wholesale Firm 


New York, N. Y.—A new wholesale 
firm, Bander Shoe Company, has been 
formed at 114 Reade Street, this city. 
The firm has in-stock service on ladies’ 
stouts, ladies’ arch support shoes and 
children’s shoes. The president of the 
new firm is Herman Bander, who has 
been associated with the Worthwhile 
Shoe Co. in the New York wholesale 
market for many years. He is assisted 
in the new business by his sons, Moe 
and Max Bander. 


F. Hecht to Sell Onco 


New York, N. Y.—F. Hecht and 
Co., well known importer of leathers 
and specialty fabrics, who successfully 
introduced Alpina snake skin and other 
novelties have been appointed distri- 
butor of Onco upper stock, made from 
Solka, produced by Brown Co., Port- 
land, Maine. 


Opens New Office 


LINCOLN, NeEB.—Dr. O. N. Sheeley, 
a surgical chiropodist, for many years 
in Grand Island, Neb., has taken space 
in the Sharp Building, where he will 
continue his practice as a chiropodist, 
using Ground Gripper and Cantilever 
shoes in the treatment of many of his 
cases. 


Stix, Altman & Weiner Expand 


CINCINNATI, OHI0O—Stix, Altman & 
Weiner of this city recently took over 
another floor of the factory they oc- 
cupy here, thereby increasing their 
production from 1500 to 2000 pairs 
daily. An efficient in-stock department 
has been installed. 


Shoe Co. Gives Bonus 


RockForD, MicH.—The Wolverine 
Shoe & Tanning Corporation of Rock- 
ford was scheduled to give to its em- 
ployees for the new year a bonus of 
more than 10 per cent of their annual 
salaries, according to an announcement 
made by directors. The bonus last 
year totaled $40,000 and represented 
10 per cent of salaries. 
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Shoe Council Elects Officers 


NEw YoORK—The annual meeting of 
the Shoe Merchants Council of New 
York City was held on Dec. 27 and re- 
sulted in the election of the follow- 
ing: 

John R. Laycock, President; Thomas 
F. Callahan, First Vice-President; Her- 
man Triebitz, Second Vice-President; 
T. S. Staff, Third Vice-President; S. 
Lebowitz, Fourth Vice-President; Gus- 
tave Pick, Treasurer; and John L. Al- 
heim, Secretary. 

The closing year has been the most 
active in the experience of the Shoe 
Merchants Council. Association activity 
was stimulated by the major code 
meetings—one having an attendance of 
700—and the later efforts of the Coun- 
cil in taxation and sales tax legisla- 
tion. 

As host to the National Shoe Retail- 
ers Association convention, the Council 
has been in daily session for the past 
two months and steps into the new year 
with a larger membership and greater 
possibilities for service. 


Wyman's Celebrates Anniversary 


BALTIMORE, Mp.—Wyman’s, one of 
this city’s outstanding stores, is observ- 
ing the thirty-third anniversary of its 
founding by the late Maurice Wyman. 
The business is now headed by his son, 
Henry A. Wyman. 

In this connection the concern is of- 
fering all footwear at special prices in 
what is termed “Wyman’s 33rd Anni- 
versary Sale.””’ Women’s shoes are of- 
fered from $4.45 to $7.95 that are regu- 
larly $5.50 to $10.50; other shoes are 
$6.95 and $8.95; growing girls’ shoes 
$3.45 and children’s shoes $1.95. Men’s 
footwear is offered at $5.95, regularly 
$7.50; a special group for $3.95; 
another at $8.95; and $12.50 to $15 
shoes for $10.95 and $11.95. 

Wyman’s operates its main store in 
the heart of the shopping district at 
19 W. Lexington Street. Its Junior 
Shop is at the North Avenue Market 
Building, North Avenue at Charles 
Street. 


Mid-West Shoe Co. 


in Larger Factory 


CHICAGO, ILL.—The Mid-West Shoe 
Co. of Chicago are finding the demand 
for their soft soles and pre-welts very 
much increased with the result that 
they have moved to larger quarters at 
1219 W. VanBuren St., where they 
will have a capacity of 2500 pre-welts 
per day, and 4000 pairs of sheep skin 
slippers per day. J. W. Walder is the 
active force in this busy company. 


Providence Store Changes Hands 


PROVIDENCE, R, I.— Rose Mayberg 
has taken over Ervin’s Shoe store, re- 
tail, at 294 Atwells Ave., this city. 





Panco Sta-Tite has many visible 
and invisible advantages. Its non-dirt-tracking “nail- 
less” design has strong “eye-appeal.” Its exclusive con- 
struction, using a firm wire mesh, gives it talking points 
—of longer wear—of firm, snug fit at all times—of 
complete heel satisfaction that helps sell shoes and make 
satisfied customers. Panco Sta-Tite is a revolutionary 
heel—yet costs no more than any good quality heel. 
Specify them on your next order for men’s, boys’ and 
women’s shoes. 


PANTHER PANCO CO. cuetsea, mass. 


PANCO 


STA-TITE 


CACHES 
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Riding Boots 


a re 


A COMPLETE LINE OF STYLES 
STOCK AND CUSTOM ADE 


Riding, Cowboy and Lace Boots 


Write for Catalog X 


H. 4. JUSTIN & SONS, Inc. 
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Bowling Shoes 
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BOWLING SHOES 
PRICE 
Men's Women’s Oxfords— 
$2.35 $2.25 5¢ less 
Combination Sele 
Right Foot 
Rubber Sole 
Rubber Heel 
Left Foot 
Buckskin Sole 
Rubber Heel 
BROOKS SHOE MFG. CO. 
Swansen & Ritner Sts., Philadelphia 


Ne. 224 
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Men's and Women's 
Slippers 
EVANS’ SLIPPERS =| 
Hand turned — Cement 
Send for Catalog A 


Padded Sole 
Kid. 
ve Q 


For Men, Women, Children 


77 Styles in Stock 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 





Back From Southern Trip 


PORTSMOUTH, OHIO—R. E. Sherring- 
ton, advertising manager of the Selby 
Shoe Company, has just returned to 
Portsmouth from a_ southern trip, 
calling on Selby dealers. 

E. Griffin of the Selby Shoe Com- 
pany, is holidaying in Florida. Mr. 
Griffin is general manager of the com- 
pany. Lucien Doty, another official, 
leaves the first of the year for a so- 
journ south. 
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1935 


On the Selling End 


Raut Made Vice-President 
of Herold-Bertsch 


Clarence Raut has many friends in 
the trade who will note with interest 
that on Jan. 1 he became associated 
with the Herold-Bertsch Shoe Mfg. Co. 
of Grand Rapids, Mich., as vice-presi- 
dent. He will give his attention to 
the important elements of style and 
quality, and will wait upon his old 
accounts in Chicago and St. Louis. The 
“Torson Shoe” in three grades to re- 
tail at $3, $4, and $5 gets its name from 
H. A. Torson, genial head and president 
of the Herold-Bertsch Shoe Co. 


CLARENCE RAUT 


Godman Hold Sales Conference 


CoLuMBus, O.—It was an enthusias- 
tic group of executives and salesmen 
who attended the semi-annual sales 
conference of the H. C. Godman Co. held 
at the Deshler-Wallick Hotel recently. 
Those who attended representing the 
company were Frederick A. Miller, 
president; D. P. Carey, chairman ex- 
ecutive committee; Thomas E. Kava- 
naugh, vice-president; J. L. Davis, 
comptroller; C. M. Swinney, general 
factory superintendent; W. H. Ellice, 
merchandise manager; O. H. Kuhn, 
general purchasing agent; R. A. Walk- 
ley, manager sole leather department; 
U. K. Allen, coordinator; F. Hoffman, 
upper leather buyer, and L. B. Fitz- 
gerald, credit manager. 

The new Spring line which was 
presented to the travelers comprises 
eighteen distinct specialty lines, plan- 


ned and merchandised to fall into the 
most popular retail grooves. Each unit 
of the line, which is complete in every 
detail, was presented individually and 
the purpose and ability of each discus- 
sed thoroughly. 


Brill Joins Holmes, Terhune 


CLEVELAND, OHI0O.—Dave Brill, one 
of the best known shoe veterans in 
Ohio, has joined the selling force of 
the Holmes, Terhune Co. of Boston, 
Mass., and Lewiston, Me., covering the 
Ohio territory. 

Mr. Brill was one of the ace sales- 
men for the Brown Shoe Co. for many 
years and more recently handled the 
Jo-Bo line of Johansen Bros. of St. 
Louis. He maintains sample rooms as 
usual at 258 Old Arcade Building. Mr. 
Brill is a past president of the Cleve- 
land Shoe Travelers Association. 


Indiana Travelers Entertain 


INDIANAPOLIS, IND. — The Indiana 
Shoe Travelers’ Association entertained 
shoe buyers from Indiana, parts of 
Ohio and Illinois, Dec. 15 at the Olive 
Pleasure Club. The usual chicken din- 
ner and all that goes with it were served 
in true Hoosier style. 

Among the special guests were H. C. 
Hatcher, sales manager of the Robert 
Johnson Rand Co., and C. H. McGee, 
special representative for the Julian 
Kokange Co., Columbus, Ohio. 


Rochester Travelers Elect 


RocHESTER, N. Y. — Officers of the 
Rochester Association of Traveling 
Shoe Salesmen elected to serve for the 
current year include: President, Lee B. 
Carpenter; vice-president, W. H. 
Sampson; and _ secretary - treasurer, 
Clarke B. Rowley. 


Morris Muskin Injured 


St. Louis, Mo.—Morris Muskin, dap- 
per southwestern salesman of Tober- 
Saifer Shoe Company, St. Louis, has 
been convalescing from an automobile 


accident for the past six weeks. He 
plans to be back in his territory on Jan. 
10 with his new spring line. 


Paul Schroeder Injured 


DALLAS, TEXAS—Paul B. Schroeder, 
who travels through the South for the 
Acme Shoe Manufacturing Company 
of Clarksville, Tenn., is in the Meth- 
odist Hospital here, recovering from se- 
vere injuries received recently in an 
automobile accident 30 miles from this 
city. 
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—— Littleway 
—  Lockstiteh, 
Shoes| 


Supple 


Smart 
Saleable a | 





New and improved methods 
of construction are skilfully 
combined to produce this 


modern SEWED SHOE. 


Their increasing popularity 


is significant. 











LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Women's Shoes | 
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KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 
No. 202 Black 
Kid $2.00 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 








A NEW HOT STYLE FROM 
SANDAL, HEADQUARTERS 
For Jan. 25th Delivery 


R1062—Genuine Gold Kid .................. $3.50 
R1064—Genuine Silver Kid . 
R1506—Black Faille, Silver Kid Oval on Vamp 1.85 
R1508—White Faille, Silver Kid Oval on Vamp 1.85 
R1512—White Kid 2. 
77 last—full round toe—20/8 Louis heel 
Above Shoes Also Carried in 11/8 Military Heel. 
Send for an In-Stock Bulletin. 
Terms 2%, 10 Days, Net 30. F. 0. B. Factory. 


HANNAHSON’S 


HAVERHILL, MASS. 

















Fyfe Changes Sales Policy 


DETROIT, MICH.—A new special sales 
policy has been adopted by R. H. Fyfe 
and Company, with an annual pre- 
inventory sale on the calendar for this 
week. Until a few months ago, the 
usual policy of a sale nearly every 
month was followed out, in some de- 
partments at least. 

The monthly sale policy has been 
abandoned, and only two sales a year 
will be held hereafter. The only ex- 
ception will be in the basement depart- 
ment, which is conducted on a general 
low-priced policy. 

“Department stores are advertising 
‘specials’ all the time as a regular 
policy,” William Adams, manager of 
the women’s departments, said. “The 
specials are their life blood. But in 
private shoe stores, with a more or less 
exclusive trade, people prefer not to 
have this jockeying with prices. They 
do not like to find shoes they bought 
at one price selling for something lower 
a few days later.” 
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Praises American 


Taste in Shoes 


DETROIT, MicH.—A tribute to the 
taste displayed in the shoe selections 
by American women was paid by Otto 
Weigel in Detroit this week. Mr. 
Weigel is a shoe manufacturer from 
Berlin, who has been visiting in this 
country. He said: 

“American women dress their feet 
better than any others in the world. 
There was a time when French women 
had that distinction, but the honor has 
now passed to the Americans. 

“During this trip it has been my 
business to notice the shoes worn. It 
will be a long time before the women 
of Europe can compete with those of 
this country. Silk stockings and beau- 
tifully fitting shoes abreast of the style 
are to be seen everywhere at all times.” 


Free Shoes for Children 


SEATTLE, WASH. — New shoes for 
boys and girls in Seattle schools, a 
campaign to keep needy youngsters 
warm with fine new footwear—this 
is the goal of the Post-Intelligencer of 
this city, inaugurating a fund with 
which to purchase thousands of pairs of 
new shoes. The P-I is going to 
replace worn footwear, leaking, soak- 
ing, sloppy soles, and canvas topped 
tennis shoes, with thousands of pairs 
of leather footwear to keep the young- 
sters in school. It estimates that $1,500 
a month will be expended for footwear 
and decent lunches for the under- 
nourished and this is the practical pur- 
pose of its great drive for shoes and 
hot lunches to keep the little folk in 
school. Many thousands of dollars are 
being raised for the purpose. 


Hosiery Manager Resigns 


Houston, Tex.—Mrs. Eva Scheutze, 
who opened the hosiery department at 
Krupp and Tuffley’s shoe store, 17 
years ago, and had been buyer and 
manager for this department continu- 
ously, resigned recently, and will take 
a lengthy vacation, according to L. F. 
Tuffley, general manager. A division 
of the department was made and Mrs. 
Alice Deason was promoted from the 
sales department to manager of hosiery 
and handbags, while Miss Leone 
Rosenzweig will manage the lingerie 
and other small wares, added under 
Mrs. Scheutze’s management. She, 
too, was promoted from the sales force 
to this position. The departments will 
be rearranged and enlarged to more 
than double the present space. 


Schawe and Gerwin 
in Production 


CINCINNATI, OHI0—Schawe & Ger- 
win, Cincinnati’s newest shoe manufac- 
turing concern, has completed its fac- 
tory organization and is now making 
500 pairs per day. 


Obituary 


Lewis E. Webster 


Lewis E. Webster, prominent whole- 
sale shoe salesman, died at his home 62 
Edgemont Rd., Scarsdale, N. Y., on 
Thursday, December 20, after a long 
illness. Mr. Webster, who was 55 years 
of age, was born in Dover, N. H., a son 
of Willis and Caroline Curtis Webster. 
He is survived by a widow, the former 
Miss India Slade. 

As a young man Mr. Webster traveled 
with the dramatic company of Mr. Otis 
Skinner; later he was associated with 
The Emerson Shoe Co. For the past 
ten years he has been with The Hey- 
wood Boot and Shoe Co. in the New 
York office. 


Jacob Emery Arner 


CLARION, Pa.—Jacob Emery Arner, 
68, for many years engaged in the shoe 
business here, died at his home after an 
illness of two months. Five years ago 
he was elected justice of the peace 
and devoted part of the time to its 
duties. He was a prominent Mason 
and active in church and civic affairs. 
His widow, Mrs. Effie Dixon Arner, 
two sons and two daughters survive. 


A. K. McFarland 


SEATTLE, WAsH. — Alfred K. Mc- 
Farland, who managed shoe stores in 
both Kansas City and Cleveland prior 
to coming to Seattle in 1929 and going 
into the advertisement business, died 
recently at the age of 43 years, the re- 
sult of an auto accident over the week- 
end on the Sunset highway near the 
summit of Snoqualmie Pass. The for- 
mer shoe store manager was a noted 
entertainer and played a number of 
musical instruments. 
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BEAUTY 


/ IN A FIGURED VASE 
-- AND IN 





Ler 


SURPASS GLAZED 


No matter how intricate or how plain the 
design, in the final analysis the real, tempt- 
ing beauty of a vase lies in the texture and 
the honesty of its surface. And so it is 
with shoes. No matter how intricate or 
plain the design of a kid shoe, the fine, 
silky grain and the firm, even texture of 
Surpass Glazed Kid bring to it an 
added beauty and a ring of sincere quality 
that make it outstanding in its class. 


* Tanners of Glazed Kid in a complete as- 
sortment of sizes and weights . . . featur- § U R Pp A Ss S 
ing Black, Blue and Brown for Outside 
Colors; Linings in Pastels and other popu- 
lar shades. Tanners of Black Glazed Kan- L E A T H E R 
garoo. Executive Offices, 9th & West- 
moreland Sts.; Phila.; Branches, New 


York, London (England), Boston, Mil- Cc Oo M PA N Y 
waukee, Cincinnati, St. Louis. 


When writing advertisers please mention Boot and Shoe Recorder 








6 6 Te ee 


Shoe Shrinker 
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SHOE SHRINKER 


Stops refunds. Gives a perfect fit to shoes 
that slip at the heels or gap at the sides. 
Shrinks leather or fabric and does a per- 
fect job. 

May we send you more information? 


LIGHTNING SHRINKER INDUSTRIES, Inc. 
209 SOUTH STATE STREET, CHICAGO 
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Shoe Trees 


QUICK PROFIT ITEM - 00: 


SIMPLEX SHOE TREES 
UN 


SELF ADJUSTING 
te Porat: 
wOMQue aw Simplex 


SHOE TREE 1 CO. 








Whats New 


New Feature Shoe Line 


AuBURN, Me.— After five years of 
production research and months of 
sales testing in two of the largest de- 
partment stores of the country, the 
Ault-Shackford Shoe Co. of Auburn, 
Me., has announced a new line of fea- 
ture shoes that present an unusual 
combination of style and foot comfort. 
The new line is to be known as Air- 
Tred Shoes. 

The basic idea of Air-Tred Shoes is 
a patented air filled cushion between 
the inner and outsole supplanting the 
ground cork and cement mixture used 
as a filler in ordinary welt shoes. This 
feature, which acts as a springy buoy- 
ant cushion for the sole of the foot, 
is controlled exclusively by the Ault- 
Shackford Shoe Co. 
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In addition to this feature Air-Tred 
Shoes have an arch-pillow and air-cell 
heel cushion. The Arch pillow fits 
gently under the arch giving support 
to this vital part of the foot. The heel 
cushion helps absorb the shocks of 
walking on hard surfaces and of pro- 
longed standing. 

Special flat botton lasts have been 
created with the cooperation of several 
leading foot specialists to insure per- 
fect foot fitting. An effort has been 
made to include a last scientifically de- 
signed to fit every type of foot. 

For the convenience of buyers, Air- 
Tred Shoes will be displayed at all of 
the recognized trade style shows dur- 
ing 1935. Starting with the National 
Shoe Retailers Convention in the Hotel 
Commodore, New York, January 6 to 
9, and at the Fourth National Shoe 
display, Hotel Jefferson, in St. Louis, 
on the same dates. Other shows where 
they will be shown are Michigan Shoe 
Retailers annual meeting, Hotel Pant- 
lind, Grand Rapids, January 20 to 22; 
Middle Atlantic Shoe Retailers Con- 
vention, Atlantic City, January 21 to 
23; Indiana Shoe Buyers Week, Clay- 
pool Hotel, Indianapolis, February 10 
to 12; and the Texas Oklahoma Con- 
vention, February 4 to 7. 


An Advertising Correction 


An unfortunate transposition of shoe 
descriptions and prices appeared in the 
advertisement of the Melanson Shoe Co., 
of Lynn, Mass., on page 203 of the issue 
of the Boot anp SHoe Recorper dated 
December 29. In-stock styles 110, 114 
and 116, priced at $3.00 should have ap- 
peared beneath the shoe with unpunched 
moccasin vamp pattern. In-stock styles 
122, 124 and 126, priced at $2.50 should 
have appeared beneath the unlined 
punched shoe. We show these two styles 
again in order that there may be no mis- 
understanding. 


12, 1935 


Major Rainey Honored 


New York, N. Y.—For the second 
time Ernest Rainey, sales executive 
of the Diamond Shoe Company of this 
city, has been honored by being given 
a place on the staff of the Governor 
of New Hampshire. Membership on 
the Governor’s staff carries with it the 
title of “Major.” 


MAJOR ERNEST RAINEY 


Major Rainey’s first term on the 
Governor’s staff was in 1930 and 1931, 
when he_ served under Governor 
Charles W. Tobey, now a member of 
Congress. Major Rainey’s present ap- 
pointment is from Governor H. Styles 
Bridges and is for the 1935-1936 term. 

Before becoming connected with the 
Diamond Shoe Company, Major Rainey 
was with the F. M. Hoyt Shoe Co., of 
Manchester, N. H. 


New Store in Fort Wayne 


Fort WAYNE, IND.—The M. & N. 
shoe store in Fort Wayne, Ind., has 
taken a long-time lease on the three- 
story building at 115 West Wayne 
Street in that city, and will occupy 
the new quarters about Jan. 15. The 
building is being remodeled for their 
use, and announcements are made of 
the proposed development of the chil- 
dren’s and juvenile departments on a 
much broader scale. The M. & N. store 
has been located at 126 East Berry 
Street for 15 years, and is under the 
management of J. R. Larimore. The 
newly-remodeled building is three 
stories high and 150 feet long. 


Another Cannon Store 


Detroit—Another new shoe store in 
the West Side shopping district was 
opened on Saturday by Cannon Shoe 
Company, at 5449 Michigan Avenue. 
This is the seventh store this com- 
pany now has in the Detroit district, 
according to A. W. Dodson, divisional 
manager, who was in Detroit for the 
opening. R. S. O’Malley is manager. 
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“How nice 


they look inside!” 


) retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Bookkeeping made so simple that 2 high- 
school boy would have difficulty in making 
errors of entry. if he follows the guide 
written in every-day language. 




























































































































































































“a 





i 





¥ 
it 
i 
i 


hy 
i 
1} 

t 





A 

















er 
i i 
Wh a 
\ Ay 
ai 


it 





: 
in 


I. 
te 
ii 
ti) 
i 
a4 
it 





i 
i 
il 
/ 





' 

tj 
i] 
t 


itd 


alt 





nt 
wae 
it. 
xh 

iH 
“Ht 
Hil 





t 
ad 





i 
. 


mm 











5 
¥ 


























oe = Same” 
pas es = 
annie ipreen 
Seesere= Hes ae 
°, 4 aeeree 
Ke — ene ae I 
Se x rs va == 


=i Secs Hae 
ree ees eeieeee eae 
BS 























a 4 
Se ene 

Saal 
SSeeeet St Se 
Se ee 
tee 





—— 
















































































































































































The Most Complete Record 
ef Finances in the Most Convenient Form 


CONSISTING OF: giving you at a glance your net profits over any period 


Complete Bockheoping to date, and any detailed information you may require. | 
Guide— ‘ 


Daily Records— Th e 


least entries—the least work — 
Departmental Records— 
Comparative Statement of 


: the least chance of confusion or error. 
ncome— 


Daily Record of Salesmen— Sales DAILY— Receipts 

Comparative Trial Balance— Sales Compar- WEEKLY Disbursements NEW GOVERN- 

Cloth board loose leaf binder. ison ‘a Itemized Over- MENT RULINGS 
ea 


Cost of Sales MONTHLY DEMAND MORE 
$1@-50 Complete ( 





; ACCURATE AC- 
Returns FIGURES Net Earnings COUNTING 
Postage Prepaid USED IN CUNJUNCTION WITH OUR STOCK AND DAILY SALES REC- pang o ve 
ORD, IT GIVES THE BUSY STORE ACCURATE RECORDS OF EVERY : 
(Check with order, please) DETAIL. 
Uniess C.0.D. shipment REFILLS IN 
is preferred ONE SET COVERS TWO YEARS’ REQUIREMENTS OF AVERAGE STORE. STOCK. 











Merchants Service Dept. | 

Boot and Shee Recorder | 

209 South State Street 

Chicago, Il. | 
| 
| 
| 


<——"-@ MAIL THIS TODAY 





—Please send me the FINANCIAL RECORD, 
for which find check enclosed for $10.50. 


BOOT ann SHOE RECORDER 


MERCHANTS SERVICE DEPARTMENT 
Street 209 South State Street—Chicago, Ill. 


—Please send me sample sheets for inspection. 





When writing advertisers please mention Boot and Shoe Recorder 
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Recorders Racing Form 


Developed With the Help of Exhibitors at the St. Louis Show 


ONE Best Bet in all price fields, men’s, women’s, 


children’s, boys’, is “Ventilated.” 


All dope sheets 


place “White” in the big money for all entries. Gen- 
uine Palm Beach cloth in women’s shoes looks good. 
White Grenele and white Yardley calf look like good 
ones to use in detailing men’s and women’s shoes. 
Alternating layers of brown and white sole leather 


Nominated by 
Boyd-Welsh, Inc. 


Rice-O'Neill Shoe Co. 


D. Armstrong Co. 


Florsheim Shoe Company 


Walk-Over Shoes 


Dunn & McCarthy, Inc. 


Johnson, 
Stephens & 
Shinkle Shoe Co. 


Paramount 
Style Shoes 


Selby Shoe Co. 
Style Ease 


Red Cross 
Shoes 


Stetson 
Shoe Co. 


Wolff-Tober 
Shoe Co. 


O'Donnell 
Shoe Co. 


Brauer Bros. 





make novel heels for spectator sports. 
“Sabot”—tag this baby to 


aboard. May surprise. 


Page 47 


Better hop 


win in the sports type handicap—a two-strap open 


vamp, speedy in combinations. 
the edge with buck calf and suede following. 


Kid appears to have 
The 


Zipper Fasteners is being touted to make the grade. 
Here’s the dope. Now it’s up to you. 


Entries in Women's Race 


Win 
One eyelet tie with quarter pulling 


into a strap, applique stripping 
on vamp. 20/8 heel. 


Four eyelet tie, lattice top vamp, 
underlaid contrasting leather. 
Diamond cut out top of vamp 
17/8 Boulevard heel. 


Six eyelet tie, reptile trim, bal- 
anced last. Welt 14/8 heel. 


Four eyelet tie, whole stitched 
vamp and quarter. Welt 18/8 heel. 


Foxed four eyelet tie with novel 
perf. vamp and quarter. 
16/8 heel. Cemented. 


Four eyelet tie, perf. vamp and 
quarter 16/8 heel. Cemented. 


Light perf. four eyelet tie. 17/8 


Continental heel. 


Step-in gore pump. Smart bow 
overlay on vamp giving short ef- 
fect. 20/8 heel. Cemented. 


Open shank high heel dress sun- 
shine sandal. An 18 piece shoe. 
17/8 heel. 


Air conditioned blu. with tonque 
15/8 heel. 


Front strap two strap, perf. thru 
vamp. 12/8 heel. 


Closed shank sandal oxford. Short 
vamp. Open lace stay. Cemented. 
20/8 heel. 


Three eyelet Ghillie, overlaid sad- 
dle, ventilated on quarter and 
vamp 17/8 Boulevard heel. 
All Littleway-Welt Process. 


Seamless pump, patented flexible 
instep, developed in all materials. 





Place 
Side buckle strap with cut out toe 
and quarter, sport type. 18/8 
heel. Med. full toe last. 


Wide side buckle, gored. Semi 
sport shoe. Vamp overlay and 
punched treatment. 15/8 solid 
leather heel. 


Punched step-in. Little gore in 
front. Turn 18/8 heel. 


Brogue sport type Four eyelet plug 
effect. All over white and com- 
bination 14/8 heel Welt. 


Four eyelet blucher tie. Pin hole 
perf. in vamp. 16/8 heel Welt. 


Four eyelet tie perf. vamp and 
quarter 15/8 heel Welt. 


Two eyelet tie with treatment 18/8 
Continental heel. 


Walking shoe. Zipper with hidden 
gore. Cut out on side Perf. 
through and through. 17/8 Boule- 
vard heel. 


One eyelet tie, perf. vamp for 
ventilation. High Boulevard heel. 


Front strap (T) air conditioned 
15/8 heel. 


Four eyelet oxford. Perf. vamp 
16/8 heel. 


Fabric and kid combination four 
*eyelet oxford. Cemented. 18/8 
heel. 


T strap. stitching on vamp and 
quarter. Shawl effect front strap. 
17/8 heel. 


Six eyelet open shank Empire ox- 
ford, open striping. 





Show 


Very large center buckle. 
wide strap with perforation 
on vamp and quarter. 
Med. full last 17/8 heel. 
Good for same material 
with variegated stitching. 


Extreme sport type. Two 
strap. Diamond cut out 
vamp. Overlay T strap. 


15/8 leather heel. 


Five eyelet turn oxford 
blending stitiching. Per- 
forated. Short fore part. 
Wide heel seat last 19/8 
heel. 


Three loop tie. Cemented. 
18/8 heel. Ventilated. 


Three eyelet ghillie and 
buckle. Welt 14/8 heel. 
Perf. through vamp and 
quarter. 


Plug effect four eyelet tie 
perf. vamp and quarter, lac- 
ing in front. 15/8 heel. 
Welt. 


Light T strap sandal type. 
Open shank with treatment 
19/8 Continental heel. 


Empire sandal. Day or 
evening wear. Open shank 
slashed light airy effect. 
21/8 China-Franco heel. 


Ghillie tie with cut outs on 
side. 17/8 Boulevard heel. 


Flexible welt 12/8 heel. Un- 
lined, air conditioned 6 
eyelet oxford. 


White pig skin Ghillie. Un- 
lined Perf. vamp 12/8 
leather heel. 


Empire monk type walking 
shoe. Open shank on out- 
side only. Perf. and cut 
outs on vamp. 15/8 heel. 


Pluq oxford effect worked 
out in combinations. 
Unique heel foxing and eye- 
let stay. Spectator type. 
16/8 heel. 


Empire sandle—sister of the 
oxford. 





Racing Form Covering Men's and Children's Shoes Will Appear in the Issue 


of January 19 
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CLAW IFIED ano WANT A 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 











SALESMEN WANTED 


SALESMEN WANTED 











HIGH CLASS SALES REPRESENTATIVES WANTED 


Long established representative hosiery firm, carrying a short line of distinctive 
specialties in hosiery, including women’s full fashioned and mock fashioned 
silk hose, also a line of novelties in anklets and children’s sox, having large 
outlets in entire country, is desirous of increasing its sales in the shoe field, 
especially among chains and large retail buyers. 


To this end we are desirous of having our line carried by a number of A-l 
shoe salesmen in conjunction with their other line. Only those men selling 
big trade and having entré into leading establishments will be considered. 


Describe territory covered and all details as to type of business served. 


Address E-102, care 
BOOT & SHOE RECORDER, 239 West 39th Street, New York, N. Y. 











WANTED—Salesmen, with established 
trade in Cincinnati, Indianapolis, De- 
troit and Cleveland, interested in side 
line Men’s and Boys’ medium and low- 
priced Work and Street shoes carried 
in stock. 
Address E-105, care 
BOOT AND SHOE RECORDER, 
140 Federal Street, Boston, Mass. 











SALESMEN, Commission basis, sell Amazing 
Hollywood Brushless Shoe Cream, also White 
Polish, to shoe and department stores. Must 
have established trade. Give experience in first 
letter. Frenchee Chemical Co., Richmond Hill, 





EXPERIENCED salesman with car for side- 
line men’s work shoes, commission basis. 
States open, Texas, Oklahoma, New Mexico, 
Colorado, Oregon and Washington. Send full 
details first letter. Address E-106, caré Boot & 
Shoe Recorder, 1627 Locust Street, St. Louis, 
Mo. 








Marvin Dyer Britts 


CRAWFORDSVILLE, IND.—Marvin Dyer 
Britts, 57 years old, for years in the 
shoe business here, died recently at his 
home after an illness of five weeks with 
a heart ailment. The widow survives. 





ANTED: Shoe Salesman for New York 

State. Commission basis. Must have fol- 
lowing in this territory. Ladies’ Novelties to 
retail $2.00 and $3.00. Address E-107, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








BUSINESS OPPORTUNITY 











MAKE BIG MONE Y—‘Natures Foundation’ 
Foot Comfort Service. Learn by mail to make 
‘Natures Foundation’ Foot Appliances. Positive 
in their action. Individual. Cost of training. 
$25.00. Easy terms. New easy method of taking 
impressions of the stockinged foot and making 
plaster casts. Impression free to students or sold 
senarately at $5. per set of molds. 
PLYMOUTH FOOT APPLIANCE CO. 
14 W. Broadway, Plymouth, Ohio 














Opens Men's Shoe Dept. 


LITTLE Rock, ARK.—Bauman’s Men’s 
Shop has opened a shoe department, 
with N. L. Bullock in charge. Mr. 
Bullock comes here from the Walk-Over 
shoe store in Memphis. Previously he 
was with the same concern in Fort 
Worth, Tex. Walk-Over shoes are be- 
ing featured in the Bauman store. 





POSITION WANTED 








EXPERT SHOE FITTER 


To manage locai agency for national 
distributors of famous and most 
talked of line of corrective shoes on 
market. Man selected must be high 
type, good appearance, have knowl- 
edge of practipedics and must be ex- 
pert fitter. To ambitious man possess- 
ing qualifications we will give full co- 
operation in developing permanent and 
highly profitable business of his own. 
No investment required. Write, stat- 
ing qualifications and _ experience. 
Confidential. 


Address E-104, Care 
BOOT & SHOE RECORDER 
140 Federal Street, Boston, Mass. 











CAPABLE, practical Spanish-American 

Shoe Man, of unusual experence, is avail 
able for a firm whose business needs energetic 
directing to make it more profitable, employed at 
the present. Prefer position along the Mexican 
border states. References exchanged. Address 
E-110, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





C HIROPODIST with shoe experience, New 
Jersey and Illinois license, desires connec 
tion with orthopedic shoe- store or dept. store. 
Address E-109, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





HOE salesman. 18 years’ experience on cot 

rective shoes. Managing for the last sever 
years. Make own arch builders. New idea 
patent pending. Address E-108, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








MERCHANTS’ NEEDS 








New Improved 


Poy Cup 
for Price Tickets 
$4.00 $2.25 
gross half gross 
Tilts at any angle 
“. D. POLLINGER CO. Holland Bidg., St. Louis, Mo. 














address should be counted. 





The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
(= Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents 
When a box number is desired twelve words should be added for the address. 


per word. Minimum charge $1.25. 


In all other cases each word of the 
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International Shoe Co. Has 
Educational Hall 


St. Louis, Mo.—Buyers attending 
the National Shoe Display convention 
in St. Louis last week were tendered an 
invitation to visit Educational Hall, a 
room in the International Shoe Com- 
pany building which is filled with in- 
teresting exhibits giving full and com- 
plete information on tanning and shoe 
construction. 

This room was built for a twofold 
purpose; first, as a place to get en- 
lightenment about the company and its 
products and the shoe business as a 
whole; second, to provide a place where 
might be preserved those things which 
may be of historical value to the com- 
pany. Weekly classes attended by 130 
men representative of the company’s 
various departments are held in this 
room. 

A series of panels about six feet in 
length and three feet in width adorn the 
north wall, on which are mounted pho- 
tographs showing each of the different 
tannery operations, together with bot- 
tles containing each of the various 
chemicals used in the processing of 
leather, and _ shallow glass - covered 
plates containing miniature cut hides 
in their various stages from the time 
they reach the tannery to the finished 
product. So completely has every de- 
tail been worked out as to make it 
possible for one to make a trip through 
a tannery without having to inhale the 
unpleasant odors which are so preva- 
lent in all tanneries. 

There are other panels showing nine 
methods of shoe construction, 3 x 8 ft., 
adorning another wall, on each of 
which are mounted the given parts re- 
quired to make a shoe, together with 
small bottles containing the given 
amount of nails, cement, dyes, etc., and 
cards containing the given amount of 
thread used. Supplementing these 
panels are shoes in their various stages 
of construction, so that one may easily 
see the processes through which shoes 
pass in the factory. 

There are still other panels on which 
appears a map of the world. On this 
map is mounted samples of raw mate- 
rials such as crude rubber, wax, etc., 
and such other materials as are used 
in the chemical department for produc- 
ing dyes, waxes, cement, etc. Through 
a ribbon arrangement it is possible for 
one to determine just what part of 
the world each of these crude materials 
come from. 

There are numerous upright swing- 
ing panels on which are mounted the 
various. skins that are used in the 
manufacture of shoes, with a brief de- 
scription of each, indicating the type 
and the country from which they came. 
One whole panel is devoted to skins 
from reptiles such as snakes, lizards, 
ete. There are other panels giving com- 
plete information on heel and sole con- 
struction. A large table containing 
many interesting things on shoemaking 
occupies space in this room. There are 
glass cases which contain shoes as were 
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HOTELS 














produced by the company’s branches 
some 25 years and more ago, from 
which it is possible to note by compari- 
son the progress that has been made in 
shoemaking during that period. 

Hundreds of merchants have visited 
Educational Hall and have declared it 
to be a most interesting exhibit. The 
hall itself has been built under the 
auspices of the Seventy-Five Million 
Club. The room is open to visitors 
each day, except Saturday and Sunday, 
from 9 a. m. to 4 p. m. 





"Cruise Shoes" on Display 


DETROIT, MICH.—January is the time 
for a display and promotion of shoes 
for Southern wear, according to F. E. 
Whitelam, display manager of R. H. 
Fyfe and Company. All displays should 
be in about Jan. 1, he states, because 
experience of recent seasons has shown 
an earlier start in sales for this class 
of shoes than was previously expected. 

Fyfe is using two windows for the 
promotion of the Southern wear shoes, 
using the motif: “For Southern Suns 
and Foreign Ports.” The word “South- 
ern” has disappeared from much of the 
promotion directly, and they are called 
“cruise shoes” now. 

One window, devoted to shoes for 
men, uses a golf background, featuring 
strictly sports type shoes. Another 
window, devoted to women’s shoes, has 
palms and a typical Southern atmos- 
phere. 

One important point is that all shoes 
are new—no last Summer’s models are 





Lucky Shoes 


Marblehead, Mass.—"Charley" McGunness, 
coach of the High School Football Team, 
lugged his old tan oxfords (they're size No. 12) 
all the way to Miami, Fla., so he could wear 
them as his eleven played the Miami team, 
for he says there is luck in the old shoes. 

He's been saving them, just to wear to 
games, for years, and to prove that they're 
lucky shoes, he relates that he once forgot 
to take them to the gridiron and his team lost 
the game. 





WANTED TO PURCHASE 





Buyers of Surplus Stocks 


We will buy surpius or entire stocks of shees 
from manufacturers, jobbers er retailers. 


QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. 
106 Duane St. New York 
Phone Worth 2-5377 and 5378 








WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks, Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital 
ity, Arch Preserver, Queen Quality, Bos 
tonians, Ete. 


IRVIN RUBIN 
“The House of Jobs’’ 
88 Reade St. Cor. Charch 
Phone Barclay 7-7887 New York City 








CASH PAID 
FOR ENTIRE OR PART STOCKS 
Shoes, Dry Goods or Clothing 
No Quantity Too Large or Too Small 


MAX KALTER & CO., INC. 
Phone Canal 6-4371 
591 BROADWAY NEW YORK CITY 








CASH FOR BRANDED SHOES 
RETAIL OR FACTORY STOCKS 


References: I. Miller, Nunn-Bush, Geller, Beck, 
Saks—5th Avenue, Melville, Bostonian, ete. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephone: WORTH 2-5180, 518! 











used. Advertising promotion has gone 
along these lines as well. Commenting 
on the present trend as_ indicating 
styles for the Summer, Whitelam said 
he believed the chamois color with 
brown striping would be an outstand- 
ing leader. 


Gutman Moves Offices 


New York, N. Y.—The Gutman 
Leather company announces that on 
Dec. 27, its New York office and sales- 
room were moved to new quarters on 
the ninth floor of the Hide and Leather 
Building, at 100 Gold Street. 


Wills Business to Employee 


BuTLeR, PA.—In the will of the late 
Campbell E. Miller, filed with the reg- 
ister of Butler county, the shoe busi- 
ness of Mr. Miller is willed to John 
Chiprean, an employee for 20 years. 
The bequest includes the three-story 
brick building which houses the shoe 
store. 


New Florida Store 


MIAMI Beacu, Fia.—S. Arnold has 
opened a ladies’ shoe shop at 643 Wash- 
ington Avenue. Shoes for Southern 
wear, at popular prices, will be fea- 
tured. Jerome Wiener is manager of 
the store. 
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Sas years it has been the custom of 
industry to use the Winter resorts 
as experimental laboratories. The 
old axiom that styles accepted for 
wear in Florida and Southern Cal- 
ifornia will also be good when warm 
weather prevails in the more northern 
latitudes still holds true. Of great 
value in the issue of January 19, there- 
fore, will be Miss Ruth Harrington's 
article entitled: “The Sun. Shines 
Bright on Southern Highlights''—a 
pictorial treatment which gives you 
the style news at a glance. 

Another feature of interest—our 
first announcement of plans for this 
year's National Foot Health Week— 
a movement more important this year 
than ever before because of the 
awakened and intelligent interest of 
the public. 
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VITALITY 


Presents a Complete Array of 


SPORTS TYPE SHOES 
for Men and Boys 


Vitatity’s In-Stock department is ready with an 


array of sports shoes which promise to set a 


new sales high this season. 


Popular patterns fashionably styled in smart 
combinations with the all-over white shoe prom- 
inently represented. Dealers are given the op- 
portunity to select from a line surpassing in 
scope and variety of designs any we have ever 
presented. 

Get ready now for the coming big sports shoe 
season and take full advantage of the profit that 
comes from well selected styles, stocked in the 


complete complement of sizes and widths. 


VITALITY SHOE COMPANY «© ST. LOUIS 


Branch of International Shoe Co. 


ll Y 


ES 


MEN’S BOY'S CED WOMEN’S CHILDREN’S 
Sp! AD . 
AAA to G Ato €E (Giz ) AAAA to EEE Complete widths 
Health Shoe} p and sizes 
Sizes 5 to 14 Sizes 1 to 6 i ety Sizes 2 to 11 Ciicadh tavalen 
$5 and $6 $4 re $6 and $6.75 $2 to $5 


VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN ...$5.00 
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UES WEITEST WEUITIES”’? 


Probably through our own fault, there re- 


main even yet some retailers who think | 


“THE WHITEST WHITES” are solely white 
cabrettas. 


That was true for many years—but not in the 
past decade. In recent years, and particu- 
larly today, the charts on these two pages 
briefly tell the story. 


G,. Hs VOIR CO.» IRN Cc. 


Tanners over 59 Years 


GLOVERSVILLE NEW YORK 
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Combined, “THE WHITEST WHITES” 
represent the world’s greatest production 
of white leather—the triumph of special- 


ization. 
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GENUINE 
white glazed 


KID 


88% of LEVOR'S 


production 
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Perpetual Inventory Assures an Increased Profit 
...and Lowers Your Insurance Cost... 


Recorder Stock Record Cards Supply a Perpetual Inventory 


Se \OT & SHOE 
322 ae R 
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(ORIGINALS eee 
DEPARTMENTAL SUMMARY 





TRANSFER 
AND ce 


mectvEo ora Seco, OF 
wumeene oats =o 


P ne 
Ro HOES * 
SAL Ss pret CARY Sey ' 
ace iv _ 
cnEeck Keo 1s 





quser® ‘% j i oe Helps you to “buy 
ort Co Be BF Bie 0°3 gi as you sell”—tc 
CHILDREN'S i zy f " know whether each 
Bh come: ai shoe is paying its 
way with a profit 
to go light on slow 
movers, to re-siz: 
frequentlyon 
wanted style and 
sizes. 


Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
Jos bo. Sate Site, Custge ii 

Oo. State Street, icago, inois > 
era DEALERS, CHICAGO AREA: 
« =) Please send me samples and prices of your Steck 


Daily §& Cc Record. . . ° P 
etna reat a tad ait Personal service available on above subjects—also in 
merchandise promotions—at nominal cost. 





When writing advertisers please mention Boot and Shoe Recorder 
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“hidden from Wew 


yet vitally important 
to the appearance and 
comfort of the shoe. 


THE QUALITY BOX TOE 
WT 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Writes 
a. ©. Gold, Buyer 


Kaufman-Straus Co., Inc. 

















THIS is the opinion of S. C. Gold, buyer and manager of shoe department a 
the Kaufman-Straus Co., Louisville, Ky. For six and one-half years Mr. Gold 
has held this important position, during which time Boot AnD SHOE RECORDER 
has enjoyed his greatest confidence, keeping him informed of that which is taking 
place in his trade, a very important matter to the shoe buyer. 

Kaufman-Straus Company is a progressive store and approval from one of 
their management is indicative of RECORDER Service. They have cooperated suc- 
cessfully with several RECORDER Promotions and look to the Boot AND SHOE 
RECORDER as a source of Merchandising and Style Information. 

From Boot AND SHOE RECORDER’S advertising pages Mr. Gold has “gathered 
trends in styling that were most important in determining his selection of the 


right shoes at the right time.” 
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This all-weather shoe typifies the superlative result of top- 
notch styling and craftsmanship expressed in Norwegian Calf. 


ay MAKES LEADERS 


When you tell the customer about “Norwegian Grains,” you have only 
half of the story. Gallun’s vegetable tannage actually produces a 
different leather—smoothly adapting itself to the foot at the first fitting, 
yet tenaciously holding its shape after repeated wetting and drying. 


A. F. GALLUN & SONS CORPORATION, MILWAUKEE, WISCONSIN 


GALLUN LEATHERS 


ALWAYS BTAR BARDS OF. BEC thee 


When writing advertisers please mention Boot and Shoe Recorder 





